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If you're starting out to see the world, you'd 
better get a sturdy pair of WEATHER-BIRD or 

PETERS DIAMOND BRAND SHOES. The dealer near you 

who sells these fine children’s shoes will tell you why 


they are a real value-buy for on-the-go boys and girls 


WEATHER-BIRD 


AND §efe25 DIAMOND BRAND SHOES 
FOR BOYS AND GIRLS 


ERSIBHOE COMPANY «+ DIV: INTERNATIONAL SHOE CO. + SAINT LOUIS 
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om ... BEAUTY 


-- COMFORT 


country lanes ... campus ...in the 


PROTECTION 


services ... everywhere these active days, 
TANDRITE CALF provides Quality for 


Staying power, Suppieness for easy motion, 





and inimitable achievements in Color, a 
Finish and Luster for that eye- “2 
intriguing beauty so dear to the hearts of 
smart debs and young matrons. 





E. HUBSCHMAN & SONS, INC. 


A. 
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WHEN 


V Vis AT our Vitality Dealers told us at the 
Chicago Shoe Fair was most gratifying. 

We heard countless enthusiastic reports, 
typical of comments we are getting everywhere, 
about the way Vitality Shoes are meeting the 
severe test of activity-crammed war days. Busy 
women, increasingly, rely upon the Vitality 
trade-mark for shoes that are smart, sure-fitting, 
comfortable . . . a truly great shoe value. 

Such genuine, widespread approval of our pol- 
icy gives us added confidence in the stand we've 
taken. We assure you we will continue at all costs, 
to maintain the honest value of Vitality shoes. 

Vitality Shoes are making more loyal friends 


SAY WE’RE RIGHT, WE’RE RIGHT! 


every day. Vitality advertising continues regularly 
to build greater consumer recognition. This 
combination augurs well for the postwar out- 
look of Vitality dealers. 


VITALITY OPEN ROAD SHOES 
AAAAA to EEE for Outdoor and 
Sizes 2 to 11 Campus Wear 
$6.95 $5.50 and $6.00 


CHILDREN'S VITAPOISE 
Complete widths and sizes Feature Shoes for Children 
Priced according to size Priced according to size 

$2.50 to $5.50 $3.50 and up 


WOMEN'S 


VITALITY SHOE COMPANY 
Division of International Shoe Company, St. Louis, Mo. 


OS ee ee 


HELP UNCLE SAM! BUY UNITED STATES WAR BONDS AND STAMPS 


fa CXXV, No. 1, 
Miledelphis under 





HOE RECORDER, published semi-monthly by oon Company (Inc.). 


BOOT AND Entered as second class Lage 4 +, F 1943, at the Post 
under Act of March 3, ane. Subscription price $3.00 per year. Printed in U. S.A. (Canadian rate $3.00 plus $0.50 for Canadi tax—making 


total of $5.50). 








SMARTEST SHOES OM THE SQUARE 


Concentrated stocks of shoes, under today's wartime limitations, must 
serve better and fit better—to play their useful part in the efforts of 


Active American men. 
When you face lower inventories, you face the realities of the situa- 
tion. Strive to make every pair a satisfaction to your customer; for 


under the ration stamp system, you have an obligation to select the 
best for the perFORMance value therein. 


So study methods of getting more turn-over on less inventory with * 
JOHNSONIANS—+that fit more feet, because lasts, patterns and moa- 


terials are coordinated to give better service. “iim £ OU bu, WIN 


The JOHNSONIAN organization, with its great, busy manufacturing Tih THAN 
and marketing facilities—build JOHNSONIANS to appeal to the WH Ht Wt B FVER? 
greater number of American men in all walks of life. #8 ; ae aaa 


JOHNSONIANS give the merchant his real opportunity to serve. 


JOHNSONIAN DIVISION vor ce trercorr, w. + 51. tours, me. 
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Through the inventive skill of war-wise American shoe 
makers, tanners, and supply houses in developing ley 
critical materials or processes, the production of wel 
made civilian shoes has continued apart from the co 
servation of all basic supplies for military needs. Thoug) 
the furbelows of high-styling have gone, Americans ¢ 
all ages are toddling — striding — marching toward Vic 
tory in leather shoes still structurally built with soun 
thread and nails, good counters and box toes — shog 
that are emblems of our unconquered freedom and Pre 


resourceful economy. 


SYMBOL 


Feet bandaged in rags — eternal symbol of a con- YO 


JAN 


quered people. Even the garment of Hunger gauntly 





worn in the stare of sunken eyes, in pallid flesh, and 
wasted body is prouder dress than unshod feet... 


cold... aching... raw. 


BECKWITH : 


DOVER - NEW HAMPSHIRE 


l 
; 
Serving — with twenty-six production materials out of 4 
peacetime thirty — the box toe requirements of a great ( 
American essential industry. Serving also — in all labore 
tories — experimental projects for military and civilian de- I 


fense materials and through *Victory Plastics Company, 
important ordnance needs of the war effort. 
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rt Spat 
“Than Ever! 


DELIVERY FOR 


JANUARY AND FEBRUARY— 


YOuR BIG MOTOR BOOT 
SELLING SEASON 


MOTOR BOOT 


Spa 


STYLED BY Cambridge 


FEATURED BY 


SAKS FIFTH AVENUE 
NEW YORK * CHICAGO * DETROIT 


LITBROS. . . . .. . Philadelphia 


J.L. HUDSON CO. .. . . . Detroit 
WM. FILENE’S SONS CO. . . . Boston 
G.FOX&CO. .. . . . Hartford 
BOSTON STORE ... . Milwaukee 





nettier & Comer 






In Black 












Corduroy 

Luxuriously 

—— Ration-Free 
Repellent Packed in 36 pair 


cases — Two sizes 
only — Small Fits 3 
to 5%; Large, 6 to 9. 





RUBBER GAITERS 


“What no motor boots this Winter?” Well, here's 
something for the girls that’s the next best thing to 
them: Clever, furry, cuddly style that makes a boot over 
ordinary rubbers. Worn with street oxfords or pumps, 
they keep ankles warm and comfy . . . Bring a fresh, 


new appearance to last year’s rubber gaiters. 


New, different, they're the smartest ration-free promo- 
tion you'll find this Winter; and the greatest friend- 
maker you've ever seen. Investigate them today. 


Cambridge RUBBER COMPANY 


CAMBRIDGE 


* MASSACHUSETTS 

























The Paper Situation 








How It May Affect Your Business Paper Advertising 
Schedule And What You Can Do About It 


Demands of war are continuously reducing wood pulp sup- 
plies. Commercial papers, such as those generally used in 
business, including publishing, have especially felt the pinch. 

On January 1, Business Paper publishers, among others, 
were ordered by the WPB to reduce their usé of paper by 10%. 
Steps were taken immediately to effect this saving without 
having to resort to rationing of space. Publishers cut inside 
stock from 60 and 70-lb. to 45-Ib. and less. Today many are 
printing on 40-Ib. stock with not too great sacrifice in quality. 
Weight of inserts has been generally limited to 70-Ib. and in 
some cases 60-lb. Practically all A.B.P. papers reduced their 
trim size to 8g x 111/4—effecting savings up to 9.3%. Dis- 
tribution of sample copies was reduced and often eliminated 
altogether. Circulation lists were carefully pruned. In some 
instances total circulation was frozen at January levels, and 
the phenomenon of waiting lists of mew subscribers appeared 
for the first time in history. 

But the demands of advertisers continued to increase and, 
despite all efforts to avoid it, some publishers were forced to 


limit advertising space to continue essential editorial service 

Now another order to further decrease use of paper is 
imminent. If this eventuates, limiting of space will be com 
mon to more publishers. 


MUTUAL CONSERVATION CAN HELP 
In the face of this extreme shortage of wood pulp it be. 
hooves us all to make every possible saving—publishers and 
advertisers alike. Here are five guiding questions to ask our. 
selves when ordering paper or printed matter: 
1. Is it necessary ? 
2. Can lighter paper be used ? 


3. Can a smaller size be used ? 


4. Can the number of printed pieces be reduced by pruning 
lists ? 


5. Is an excessive inventory of paper on hand ? (Sixty days is 
today’s allowable margin—six months the peace-time 
average. ) 





HERE IS A CHECK LIST 


Use 8'/2 x 5'/2 letterheads for short letters, enclosed in 
small envelopes. 


2 Review printed forms periodically for essentiality; con- 
solidation; elimination of waste space; standardization 
of sizes, weights, color, grade. 


Use smaller type and raargins. 
Cut the weight of stocks. 


5 Condense letters and memoranda hy (a) keeping 
margins as narrow as possible; (b) sticking to single- 


OF PAPER SAVERS 


space forms; (c) using reverse side of incoming letters 
as first carbon copy of replies; (d) using both sides of 
sheets in mimeographing. 


Control disbursement of peper supplies to employees 
so that quantities do not accumulate in desks and de- 
partmenta! supply closets. 


6. 


Make scratch pads from obsolete letterheads, memo- 
randum forms, and other unused inventory. 





Use and re-use carbon paper consistently. 





MAKE THE MOST EFFECTIVE USE OF THE SPACE YOU BUY 


Your advertising in business papers should always be 
given an important job to do. This was the only sound 
practice in peace-time. Today, with paper scarce and 
space for advertising shrinking, it is doubly important 
that every message be of the utmost help to the readers. 















( 


If you are interested in seeing examples of how some 
manufacturers have packed their advertising with highly 
essential and useful war-time information, check and 
return the coupon below. Both of the booklets offered 
are free. 


— ee eee eee eee 
THE ASSOCIATED BUSINESS PAPERS 
vept. 8, 205 East 42nd Street, New York 17, N. Y. 
Please send my FREE Advertising Aids checked below: 


ia “A Guide to Effective rq “How You Can Help Your 
War-Time Advertising” -— Retailers Solve Their War- 
Time Problems” 





— 











City & Siate. 


— 
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the name for fine patent leather iz 
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LEATHER CO. NEWARK, N. J. 
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Avoid Careless, Wasteful Use of 





Tools, Equipment and Supplies 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Got to see a man 


@ Today’s retailer has not only come 
through wartime crises, but has actu- 
ally learned a valuable lesson from 
them! He knows now, if he didn’t be- 
fore, the importance of working with a 
company that will stick by him. One 
that understands his problems . . . that 
won't compromise on quality . . . that 
will help him make an adequate gross 


profit. 





























tomorrow ? 


And that’s the kind of company 
Walk-Over is—has been for 69 years. 
Giving every retailer a square deal, 
whether he’s big or small . . . that’s just 
as important to Walk-Over as making 
the shoes that are famous everywhere 
for quality, fit and comfort. 


Make the move today that will mean 
sounder business for you tomorrow .. . 
write us about a postwar dealership! 





WALK:-OVER 


Prices $8.95—$10.95 
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GEO. E. KEITH COMPANY, BROCKTON 63, MASS. 


Keith Highlanders $13.95 


















To sift, analyze and interpret the voluminous, 
complex Washington news of priorities, prices, 
and prospects into clear, usable information for 
the guidance of the industry is the Recorder's job. 

Here is news interpretation at its best. The busy 
men in the essential shoe business have no time to 
tackle the great volume of news affecting all in- 
dustry. So—they turn to the Recorder and get the 
pertinent shoe news only; and rely upon it, and 
act upon it, and come back for more. 

Such thoroughgoing reader interest is a power- 
ful ally for your own regularly-scheduled adver- 
tising in BOOT AND SHOE RECORDER. Its 
14,500 paid subscribers, eager readers of the vital 
national trade news, style-and-materials news, edi- 


°° SAYS THE ACTIVE: > 
ESSENTIAL SHOE 


INDUSTRY 


torial comment, and post-war planning news, will 
turn as eagerly to your own advertising news to 
your everlasting advantage. 

You can “get in the news,” win a shoe-industry 
following, win cooperation and consolidate busi- 
ness, now, and from now on, through the pro- 
ductive advertising pages of the Recorder. 

Our representative will be glad to discuss a 
constructive program with you. 
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| Caler To 
CHRISTMAS SHOPPING FEET 





CAPITALIZE ON THIS PEAK PERIOD OF FOOT SUFFERING 
WITH A STRONG DISPLAY OF 


Dt Scholls 


FOOT COMFORT* 











It is a fact—one of the three biggest peak periods of the year in 
demand for Foot Remedies, is during the Christmas shopping 
rush. Millions are then subjecting their feet to excessive stress 
and strain from long hours of standing and walking. Feet cry 
out in pain and minds can think of only one thing—RELIEF! 





HAVE HAPPY XMAS SHOPPING FEET 


D! Scholls 





No person is more susceptible to the power of suggestion than 
tae one who is in pain. That's why a big display of Dr. Scholl's 
Foot Comfort Remedies during this period of “CHRISTMAS 
SHOPPING FEET” brings such a rush of demand. Shrewd 
department store merchandisers throughout the country always 
capitalize on this by-product of holiday shopping with a spe- 
cial display of Dr. Scholl’s. Be as enterprising as they are—put 
up a strong display of Dr. Scholl’s NOW! 


ima 
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REMEDIES! 

















Suggestion: One of the most effective ways to merchandise 
Dr. Scholl’s Foot Comfort Remedies to sufferers from 
“CHRISTMAS SHOPPING FEET,” is to keep a display of 
these timely reliefs next to your cash register and spot them in 
your window. Following are some of the Dr. Scholl’s Reliefs 
now in big demand: 




















CHRISTMAS 


DR. SCHOLL’S ARCH SUPPORTS 
SHOPPING 


DR. SCHOLL'’S ZINO-PADS FOR CORNS, 
CALLOUSES, BUNIONS, SOFT CORNS 
DR. SCHOLL'’S FOOT BALM 
DR. SCHOLL'S FOOT POWDER 
DR. SCHOLL'S KUROTEX AND MOLESKIN 
DR. SCHOLL'S BUNION REDUCER 
DR. SCHOLL'S LuPAD 
DR. SCHOLL’S FELT CORN AND BUNION PADS 


ADVERTISING—AND LOTS OF IT! 


Here is a reproduction of our full column 
ad on ‘““CHRISTMAS SHOPPING 
FEET,” appearing in the December issue 
of THE LADIES’ HOME JOURNAL. 
Ads on Dr. Scholl’s Aids for the Feet will 
also appear in many other leading maga- 
zines during November and De- 
cember. Cash in on this holiday 
demand with a prominent dis- 
play of Dr. Scholl’s! 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago 
62 W. 14th St., New York 
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Peace on Faith BUI NOT YET 


Christmas, in a world at war — the 
paradox of civilization — the test 
supreme of the faith that sees 
through. Such faith is the enrich- 
ment of hope, the guidon of the 
will, the guaranty of the soul’s 
desires. 










b: LL 









i 































x 














Peace on Earth — yes — but not yet. 
Not until the men who maimed the 
dove of peace are shorn of their 
power for evil. 


This Christmas message from 
American Oak, about to enter its 
third year of production for war, 
eaffirms our faith in the justice 
of our cause — and pledges every 
needed inch and ounce of our prod- 
uct to the armies that fight for 
Peace on Earth 





‘THE AMERICAN OAK LEATHER COMPANY 


| CINCINNATI CHICAGO ST. LOUIS BOSTON 
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NAME — Foot De .icHt SHOoEs. 






BORN — to satisfy the critical tastes of “women who love fine things” 





BRED — to a tradition of quality. Fashioned by New England craftsmen 



















to undeviating standards of excellence. 


REPUTATION— none finer! Known throughout America for quality, 
craftsmanship and spirited styling. Specially noted for superior fitting 


qualities. 


SPECIAL QUALIFICATIONS — certainly! The unique, patented Double 
Cushion* is found nowhere else in the world. It is a guarantee of repeat 


business. 


FUTURE PROSPECTS — excellent! The reputation for quality and good 
taste which this product is establishing today will render invaluable | 
service in building for greater success in the coming post-war period. 


*Double Cushion?? 


Foot Delight relieves the strain 
of both metatarsal and trans- 
verse arches with one cushion 
which gently fits the bottom of 
the arch area as no other shoe 
made. Protected by National 
Patent Corporation, Chicago. 








Most Foot Delight Shoes are Retailed at $8.95—$10.95 
BANCROFT WALKER COMPANY 
WALTHAM MASSACHUSETTS 
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FULL TYPE 














There ts Only One Way 
do Tree G Shoe & 


That is the Miller way. The all-wood V tree is an adaptation of the regular 
full type Miller style with the exception of metal parts which are replaced 
with strong parts of wood. Easily adjusted, the V tree will hold the shoe 
firmly, keep the insole from curling or bunching and permit the shoe to dry 










in a normal manner. H 
Finished in Walnut Stain — made in all sizes ie 
and widths corresponding to men’s shoe sizes. gions— 

j program 

the Post- 

q aces hey 

of cities | 

6 oa rat orn, War Bor 

The rugged lace for all year around wear. Sturdy, flexible and especially . _— 

finished so that dampness will not penetrate. Cordo-Hyde Laces once = 

tied never come untied. the occur 

That is 

Ask to have your shoes equipped with Cordo-Hyde Laces. They add that Practic 

extra selling plus, extra mill 

° and Stam 

conqueral 

O. A. MILLER TREEING MACHINE CO., PLYMOUTH, N. He Of iveryo, 
Branch of United Shoe Machinery Corporation Geore a 

od Boot and Shoe Recorder December | 
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The Saturday Evening Post 
and Hundreds of the Nation’s Leading Department Stores present... 


TRIBUTE TO 
THE UNCONQUERABLES 


JANUARY 10-15 













Published by the Post as an editorial 
tribute to our submerged but uncon- 
querable Allies, these deeply moving 
poems are a reminder to the American 
people that without the unconquer- 
able spirit of the oppressed peoples, 
the cause of the United Nations 
would be immeasurably delayed. 
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A Nation-Wide War Bond Drive, Inspired 
by Joseph Auslander’s Letters to The Unconquerables 
in The Saturday Evening Post 








HOLEHEARTEDLY aset of full-color reproduc- 

supported by the tions of all five Letters to TRIBUTE TO THE UNCONQUERABLES 
embassies of the oppressed the Unconquerables, suit- 
nations—backed by asteady able for framing, contained Week of Juneary 16-15 
program of publicity by in a specially designed en- * 
the Post— co-sponsored by velope. Also, each pur- Monday, January 10 
seat department stores in hundreds chaser of a $25 War Bond or more GREEK DAY 
of cities throughout the nation—this --will receive, with the compliments of Tuesday, January 11 
War Bond drive will bring to the the five governments, interesting and CZECHOSLOVAK DAY 
forefront of public attentionthe mag- important literature about the vari- W ednesday, January 12 
tificent contribution being made by ous occupied countries. DUTCH DAY 
the occupied countries. Every Bond buyer will receive, 


he ae ype = * : Thursday, January 13 
That is its inspirational purpose. free, a folder giving a biographical POLISH DAY 


Practically, it is designed to sell sketch of Joseph Auslander and the Fviden, Janae 14 
xtra millionsofdollarsofWarBonds story of how the Open Letters to the noanwees AN c ay 
ind Stamps in the name of the Un- Unconquerables came to be written. Saturday, J 1s 
conquerables. You are cordially invited to visit wee mse ee harmed aay 

Everyone buying a $25 War Bond the store in your city sponsoring the 
more at the store will receive, free, Tribute to the Unconquerables. 
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OUR JOB TODAY 


Prompt service to Shoe Manufac- 
turers in rebuilding inactive lasts where such 


procedure will conserve critical materials. 


The maintenance of our rigid stand- 
ards in producing the best fitting lasts in the 


history of the industry. 


To provide our customers complete 
service on new models without regard to the 
length of time before they can or will be 


adopted for post-war needs. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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Heres todays 


Yes, you can depend on it... 
the Rajah name represents the 
finest quality built into a Rubber 
Sole today! Back of this famous 
product are all the years of re- 
search, experience and experi- 
mentation that have made Rajah 
the outstanding name in its field. 
Right now, our primary job is the 
filling of orders for our Armed 
Forces. You can be sure, however, 
that we are doing our utmost to 
service you, our civilian custom- 
ers, from allocations of present 
stocks as the Government makes 


them available to us. 


Rajah RUBBER SOLES 





.S.PAT. OFF. 


ALFRED HALE RUBBER CO., nortu ouincy. Mass. 
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ORIGINAL 


BY 
SCHWARTZ & BENJAMIN 











THE QUALITY 
BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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> 1N WHITE NUROCE 


1943 





The inside story of NUROCCO GOAT is of a: 
leather made with a soft, natural i 
moulds to the foot lines. Shoes of this f a3 
finish white goatskin are noticeably comfortable 
and lightweight when long hours of wear are 


< 
Ae 


necessary. Practical, too, because in war living 3 
busy women auch rse 
have little 


NURSES CLINIC § 
~ by JUVENILE 
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‘Ts USERS 


ul Black Glazed Kid is the classic leather for the 


most comfortable shoes. Beautiful KIDSKIN is the 
second strongest of all leathers, suitable the year 
round. The smooth surface is the result of many 
hand processes, ineluding the individual glazing of 
each shin. Like all hand-worked produets KIDSKIN 
is always soft, retaining the best qualities of the 


original skin. 


“PATRICIA” in Black Glazed Kid 
by JULIAN & KOKENGE CO. 


~~ 


QUAKER CITY DIVISION. 


a _ 519 West Huntingdon Street, - - Philadelphia, Pa. a 


pe 
ke 
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HERE'S 


HOW 


FORTUNE ADVERTISING 
IN LIFE AND Collier's WORKS 


FOR YOUR STORE... 





Creates consumer demand for Fortune Shoes. 


Builds confidence and respect for the Fortune 


brand name. 


Helps you maintain Fortune volume today and in- 


sures business for you tomorrow. 


Directs new customers with ration coupons to your 


store for Fortunes. 


Keeps your old customers familiar with the Fortune 


brand name—sends them back for more. 


Enables you to feature and profitably sell Ameri- 
ca’s leading brand in the $5 to $5.50 price field, 


Fortune Shoes for Men. 


December |, 1943 


@ Next Spring Fortune is continuing its national adver- 
tising campaign in Life and Collier’s, two of America’s 
most popular and influential magazines which reach an 
estimated 30,000,000 readers. As described at the left, 
this powerful advertising is at work for you, constantly 
helping you to profitably sell America’s leading brand 
in the $5 to $5.50 price field. This type of advertising, 
plus the complete and dramatic program of promotional 
displays and advertising Fortune makes available for 
your store, is one of the main reasons Fortune stays out 
in front of the field, day in and day out. For maximum 
benefits, effectively identify your store with the Fortune 


brand name. 


RICHLAND SHOE COMPANY + NASHVILLE - TENN - 
A DIVISION OF GENERAL SHOE CORPORATION 


FORTUNE 


Shoes for Men 
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What really, counts 


isn’t the shoes in your life 
» BUT THE LIFE IN YOUR SHOES, 


Have you noticed, ever since shoe rationing began, ho 
much more quality-conscious your customers have be 
come? How careful they are to see that they ge 
full value for their precious shoe ration coupons 
How great has been the demand for shoes bearin 
a trust-worthy, nationally advertised name? 





Folks have learned this simple truth: ...what really 
counts isn’t the number of shoes in your life... bul 
the life in those shoes! 


rhat’s why you'll want to know:... Roberis, 
Johnson & Rand shoes are made to the full-limits 
of available materials. Under no circumstances 
will we use shortages and restrictions as an excuse 
for turning out indifferent and inferior footwear. 


~ \ Intrinsic value plus consistent national adver- 
- 4 tising makes Roberts, Johnson & Rand brands 


good ones to be indentified with .. . easy, 


0 Bas 


OF 
profitable ones to sell. 
ee ae ROBERTS, JOHNSON « RANE 
DISIVISION OF INTERNATIONAL SHOE CO. « ST. LOUIS ce. 
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WHAT is the most important point 
in the entire shoe industry? Off 
hand, the answer might be—the War 
Production Board office in Wash- 
ington. But within that Shoe and 
Leather Branch of the WPB is the 
man, the Chief, who puts the prop- 
er emphasis upon the one point in 
the shoes industry that is of the 





greatest importance — the fitting 
stool. Lawrence B. Sheppard, Chief 
of the Leather and Shoe Branch, 
WPB, says: 

“It is more important today than 
it has ever been, and it has always 
been important, that shoes be prop- 
erly fitted. Unskilled and green 
help cannot properly fit shoes and 
I am fully aware that it takes a 
long time to thoroughly train a 
salesman in the art of fitting shoes. 
I have always considered shoe fit- 
ting as a profession which requires 
much training and experience. I 
dare say that part of the success of 
every shoe retailer in the country 
has been due to good fitting. The 
best shoes in the world cannot give 
satisfaction, either from the stand- 
point of comfort or service, unless 
they are properly fitted to the wear- 
er’s foot. I suggest that the shoe 
salesman requires skill and experi- 
ence to a degree required by no 
other type of salesman that I know.” 


. * . 


Rb. JACKSON, president and 
December 1, 1943 


general manager of The G. Edwin 
Smith Shoe Company, Columbus, 
Ohio, says: 

“The test of business manage- 
ment isn’t now, but it will come in 
the post-war period. The manage- 
ment of business which does not 
start now to prepare for this 
period will not find a place for the 
business or the management in the 
post-war period.” 


. 
* . 7 


HAROLD Volk, retiring as presi- 
dent of the National Shoe Retailers 
Association, spent a lot of the time 
of his two years in office in travel- 
ing to and fro to Washington. It 
was very interesting to hear his re- 
marks, as follows: 





“It is because of the broad-gage 
attitude on the part of both repre- 
sentative manufacturers and retail- 
ers of shoes that there appears to 
me to be a closer understanding 
and healthier relationship existing 
between governmental agencies and 
the shoe industry than is the case 
with some other similar groups. I 
have heard it said that many men, 
having imbibed the Washington at- 
mosphere, become like all the other 
bureaucrats down there. As a mat- 
ter of fact, I have observed, myself, 
that many times men who went to 
Washington resolved to oppose cer- 
tain issues—once they learned all 
the facts, the whole picture—re- 


mained to support the program. 
There will always be honest differ- 
ences of opinion but, for the most 
part, the men who represent the 
shoe industry—either in Govern- 
ment or out of it—have submerged 
their own personal interests to the 
greater good of all.” 


ITS A PLEASURE To BE 
Sick — Now 





D. ROBERT KREIDER, president 
ol The A. S. Kreider Shoe Co., Ann- 
ville, Pa., says: 

“We have put into operation a 
comprehensive plan for hospitaliza- 
tion benefits and life insurance pro- 
tection for all of our employees in 
our factory. 

“If any employee should suffer 
an accident not connected with his 
work or be taken sick and compelled 
to go to a hospital, he will receive 
from $4.00 to $6.00 a day for as 
many days as he is confined during 
the first month of his illness, as well 
as certain fees for hospital services. 

“The life insurance provides pro- 
tection for the family of each em- 
ployee in amount varying from 
$1,000 to $4,000, according to his 
wage or salary classification. As 
long as he remains in the employ 
of our company, his family or bene- 
ficiary will receive the face amount 
of the policy in full. 

“All expenses in connection with 
this valuable protection are being 
paid for entirely by our company 
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ever from the wages of the em- 


ployees. Plans are now being con- 


sidered to put the same or similar 
type policies into effect for the other 
A. S. Kreider Shoe Companies lo- 
cated at Lebanon, Palmyra and 
Elizabethtown, Pa.” 

The Kreider Shoe Factories have 
been in operation for over fifty 
vears, specializing in juvenile shoes. 
They are among the oldest shoe fac- 
tories in Pennsylvania and the 
United States with continuous 
operation under the same manage- 


ment. 
7 an 7 


LEE L. FRANK of Frank and Hai- 
man, in the Landers Store of Mem- 
phis, Tenn., says: 

“The public knows its shoes. It 
can’t be fooled as to price and qual- 
ity. If you were to put fifteen stores 
in a row, smartly window dress 
them—the average woman would 
walk along that front and tell one 
quality from another; because shoes 
reveal their worth.” 


BET | 
Y Mill Z | 
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Window samples as such don’t 
fool the public because, the finer 
they finish the window shoes, the 
more obvious the difference in the 
case lot shoes taken off the shelves. 
The custom of the chain is to have 
window samples made in high finish, 
properly formed and treed; and the 
public actually sees beneath the 


veneer. 
ss = 


THE boot and shoe section of the 
National War Fund New York Com- 
mittee is actively conducting its cam- 
paign for-funds, according to an 
announcement by George Miller of 
I. Miller & Sons, chairman of the 
boot and shoe section. The cam- 
paign committee, as at present con- 
stituted, consists of Mr. Miller, 
chairman, and Leonard Friedman of 
B. Friedman Shoe Co. Inc.; Jack 
Galway of 47 West 34th Street, An- 
drew Geller of Andrew Geller Shoe 
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and without any deductions whatso- 





STICK TO YOUR LAST 








—Great Wars beget unusual con- 
ditions and unusual conditions be- 
get screwy practices. 

—And I'm referring specifically to 
one of the many new trends that 
is developing in the realm of re- 
tail distribution. 

—F'rinstance, | go into the corner 
cigar store for my daily package 
of cigarettes and find myself sur- 
rounded with a lurid assortment 
of shirts, hosiery, underwear, neck- 
ties—in fact at the supplies of a 
regular haberdashery. 

—~-| go into the drug store for a pre- 
scription to be filled and the pre- 
scription clerk is busily engaged 
in assembling a tuna fish sand- 
wich, mixing a strawberry sundae 
or expounding upon the merits of 
a newfangled hot water heater. 

—And now comes the report that 
one of the big rubber companies 
is planning to introduce a Fine of 
furniture in all its gas stations—in 
fact, creating a "modernized ver- 
sion" of the old-time crossroads 
general store. 

—If this tendency to tread on the 
other fellow's toes continues, it's 
even conceivable that your den- 
tist will display a case of cos- 
metics in his outer office and your 
lawyer will be taking orders for 
pre-fabricated houses. 

—I'm wondering what the retail dis- 
tribution picture will look like 
when this economic omelette is 
unscrambled. 


President 





Mfg. Co., Harold B. Gessner of La 
Marquise Footwear; Louis Fried of 
National Shoe Stores; Morris J. 
Saks of M. J. Saks Shoe Corp. and 
Benjamin D. Schwartz of Schwartz 
& Benjamin—co-chairmen. 

Other members of the committee 
are Morris P. Arnoff, of the Arnoff 
Shoe Co., Inc.; Charles Finkelpearl; 





Max L. Friedman of A. S. Beck 
Shoe Co.; Morgan Grossman of the 
Julius Grossman Shoe Co.; Jack 
Buschweg of Norma Footwear Co.; 
Ward Melville of the Melville Shoe 
Corporation; Herbert Posner of Dr. 
A. Posner Shoes, Inc.; Charles Put. 
terman; Samuel A. Schneider of 
Crescent Shoe Co., Inc.;. Julius 
Shapiro of Dia-Tred Shoe Co., Inc.; 
Samuel Staff of Julius Grossman 
Shoe Co.; and Simon Weiner. 

George Miller said the campaign 
committee would be divided into 
the following sub-divisions: manu- 
facturers, wholesalers, retailers, 
sales representatives, suppliers and 
slippers and stitchdowns. 

The boot and shoe committee is 
one of 280 business and professional 
groups organized by the New York 
Committee’s commerce and industry 
division, headed by James A. Far- 
ley. The commerce and industry 
division will be responsible for rais- 
ing $12,000,000 of the $17,000,000 
quota in New York City. The Fund's 
campaign will end December 7, the 
second observance of Pearl Harbor. 








PROPST - CHILDRESS SHOE 
COMPANY of Pittsburgh, Pa., tells 
the public: 

“BUSINESS NOT AS USUAL! 
For years your children’s feet . . - 
and fitting them correctly in fine 
shoes . . . has been our business. 

“AN APOLOGY: Today . . . we 
sincerely regret that we are unable 
to supply your children’s actual 
needs, as usual. 

“AN EXPLANATION: There is 
a serious national shortage of chil- 
dren’s, boys’ and growing girls’ 
shoes. Leather has gone to wat. 
Your government recognizes this 
shortage and provisions are being 
made to correct this condition. 

“FOR THE PRESENT .. . We 
ask you to bear with us. . - with 
the assurance that we are doing our 
best, under trying circumstances, to 
serve you as heretofore.” 
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DR. FRED O’FLAHERTY, Director 
of the Tanners’ Research Labora- 
tory, Says: 

“Let’s look forward for a year, 
for a few years, if you like. I, of 
course, don’t have rose-colored 
glasses, but you might call them 
technical glasses. I see things in 
that light, although I am sure that 
| am not at all unconscious of the 
practical aspect, and when I con- 
sider in my own mind from the tech- 
nical aspect the future of the leather 
business, I believe it is as good as 





it has ever been and well may be 
better. At the moment we do know 
of a material number of competitive 
threats. We like to call them that, 
because there have been a great 
many replacement materials, a great 
many substitutions, put into the 
commonest leather commodities, 
particularly shoes. 

“There is a considerable amount 
of dissatisfaction now on the part of 
the public because of the poor-wear- 
ing qualities of these materials. 
However, there are other materials 
which have been brought into being 
during the last few months which 
because of their critical need in 
other fields have not found usage 
on the bottom of shoes, and they 
are going to challenge our ability to 
meet their qualities. 

“Very fortunately, in leather we 
do have many inherent qualities 
which so far have not always been 
incorporated in the substitute or 
imitation materials. My own notion 
is this: That there is a good future 
ahead, but that future must be met 
through the application of technical 
aid. IT am not nearly so narféw or 
selfish as to let you think that 
think that the laboratory at Cincin- 
nati is the only source of that infor- 
mation. It is available throughout 
the world. Some of the work which 
is now going on we do not know 
about, and it will come into being 
& communications are opened with 


. *ountries where the work is going 


a, but all of that knowledge should 


Sy 
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be utilized by the manufacturer of 
leather. He doesn’t merely have to 
read the leather literature. There 
are many ideas in other fields that 
may have application, may make for 
uniqueness in the particular leather 
that you produce. 

“I think that our future lies in 
being able to give desired qualities 
to our merchandise. If somebody 
wants something that is longer-wear- 
ing than something else, and they 
are willing to sacrifice perhaps some 
of the other good qualities that have 
gone with a lesser amount of wear, 
then we should be in a position to 
give that to them.” 


* . * 


HERMAN MAZER of Mazer’s, De- 
troit, Mich., says: 

“We carry and sell only children’s 
shoes—that is if we have any to 
sell. Right now we don’t have any 
to sell. We know thousands of 
mothers running around town just 
trying to get the right shoe and size 
for their children and it’s almost im- 
possible, most of the time. It’s al- 
most a crime—in checking on the 
fit of most children’s shoes, we find 
they are a size or size and a half too 
short. The reason is—the right size 
cannot be bought at this time; and 
shoes seem to be coming in from 
the factory slower than ever and no 
factory cares to sell you any. 

“Of course the reason for this is 
production is down. In Detroit the 
population is way up: and with less 





shoes coming ‘in for children, it 
looks like the children here are be- 


ing starved for shoes.” ~ *w 


+ 7: s 
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ABE RODDER of the Rodder Shoe 
Company, Fresno, Calif., broke into 
national news, as follows: 

“Hunter Learns Nylons Are Poor 
Lure for Shells! A Fresno business 
man whose hobby is duck hunting 
advertised in The Bee his offer to 
trade three pairs of nylon stockings 
for nine boxes of shotgun shells. He 








said he received a number of an- 
swers to his ad, but not from anyone 
with shotgun shells to trade. They 
just wanted to buy the nylons, sight 
unseen and, he intimated, at prac- 
tically any price. He refused to 
sell. 

“*The gist of the matter is, he 
reported sadly, ‘men with shotgun 
shells will not give them up for 
women wanting nylon stockings.’ 

“The Fresnan explained his stock 
in trade was his wife’s three long 
cherished pairs of nylons, which she 
self-sacrificingly offered on the altar 
of sport, because, as her duck-hunt- 
ing spouse explained: She loves her 
husband and wants to see him 


happy.” 
































“But, George, | can't leave the store now. You'll have to give baby her six o'clock 
feeding.” 
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MEETING THE CUSTOMER: 
Important Function of Shoe Salesmen 


by JOHN A. BEAUMONT 


Method of Approach Should Suggest Sincere Desire 
to Be of Service to the Customer. Salesman's Man- 
ner, Appearance and Attitude Determine Customer 


impressions of the Store. 


A Friendly Approach 


Will Put the Customer in a Receptive Mood. 


How many of us remember meet- 
ing our first customer? It is un- 
-doubtedly true that this meeting 


~ was one of the most difficult ordeals 


‘in our selling experience. Really 
!what we probably lacked was con- 
dence in our ability to meet this 
Situation. However, it might be that 
a little more preparation on our 
)part would have given us the neces- 
confidence to meet our first 
astomer without experiencing that 
triod of shaky knees and cold 
at. 
It might be well to consider just 
hat we are trying to accomplish 
we approach a customer. Our 
imary purpose should be to cre- 
ite a pleasant, businesslike situation 
which we express a sincere de- 
to be of service to our custom- 
We want our customer to know 
tt we appreciate this opportunity 
serve. When we think of our 
n buying experiences, we realize 
it a desire to buy a certain article 
frequently been squelched by 
t abrupt, unfriendly approach of 
indifferent salesperson. 
There are a number of things that 
t shoe salesman may do before 
= customer enters the store, in 
der to be ready to approach his 
customer: 
1. He may wish to check the con- 
lion of that section of the depart- 
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ment for which he may be respon- 
sible. Good housekeeping, such as 
clean and orderly stocks, serves to 
play an important part in meeting 
the customer. 

2. Attractive and well-arranged 
displays are another essential part 
of the setting for a good approach. 

3. The personal appearance of the 
salesman cannot be overlooked be- 
cause the details of the salesman’s 
appearance will be responsible for 
the first impressions of the custom- 
er. We frequently hear of the golden 
nugget hidden under a rough ex- 
terior, but in these busy days the 
customer does not have time to 
search beneath an untidy appear- 
ance for this golden nugget. 

4. The salesman will want to be 
well-fortified with information about 
the various items on display. It 
would be well for him to have some 
good selling sentences ready, so 
that he will not be stumbling 
around for words when a customer 
asks about a certain item. 

5. Finally, the salesman should be 
in a position where he can readily 
meet his customer when she enters 
the department. All too frequently 
the customer has to search out the 
salesman or break up a salesmen’s 
huddle in some far corner of the 
department. The selling floor should 
present a businesslike appearance 


where the salesmen are at their ap- 
pointed stations or are performing 
some essential function or duty. 
Social gatherings among the sales- 
men on the selling floor are divert- 
ing, but they do not present the 
ideal situation in which to meet a 
customer. 

The customer enters the depart- 
ment, and our first responsibility 
is to walk toward her in a prompt 
and courteous manner. There should 
be some qualification of that word 
prompt. Customer surveys have 
established the fact that frequently 
customers feel they are being rushed 
off their feet as soon as they enter 
a store. The approach of the sales- 
man may be prompt and alert with- 
out giving the impression of rush- 
ing the customers. By all means the 
salesman should not stand and wait 
for the customer to walk up to him. 
There is a definite expression of 
courtesy in merely taking a few 
steps in the direction of the ap- 
proaching customer. 

There seems to be much discus- 
sion about what the salesman’s first 
words to a customer should be. The 
greatest need is for more individ- 
uality in the greeting. We hear 
salesmen use the same words in the 
same tone of voice until they attain 
the monotonous rhythm of a bro- 
ken phonograph record. If these 
same salesmen were to walk down 
the main street of their town and 
meet twenty different acquaintances, 
they would not greet them all with 
the same words and expressions. In 
a like manner the salesman should 
put some individuality into his 

[TURN TO PAGE 70, PLEASE] 
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Nell the Right Shoe for the Costume 


Style Limitations and Shoe Rationing Have Not Changed Your Job of 
Selling the Shoe for the Occasion and the Costume. Keeping Up-to-Date 
on Women's Ready-to-Wear, Season by Season, Will Help You to Tell a 
Better Style Story at the Fitting Stool and to Give Co-ordination Advice 
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by ELEANOR M. RUTLEDGE 

























Left: Black and white checked tweed 
combined with solid black, designed by 
Philip Mangone. Right: Brilliant Scot- 
tish effect in Vincent Coppola’s red and 
blue checked tweed combined with navy. 


Photographs on these pages and the 
one that follows are of models shown 
at the New York Times “Fashions 
of the Times” style presentation. 


JUDGING by recent style shows and first showing of 
Spring ready-to-wear lines, women’s clothes this year 
are going to be just as attractive and just as well- 
designed in pre-war years. Maybe even a little prettier 
and smarter than in some years because paring down to 
narrower silhouettes and paring off unnecessary trim- 
mings has resulted in cleaner, more flattering outlines 
and the elimination of fussy trimmings. 

Color is one of the trump cards in present-day 
clothes. Two or more colors in one costume are very 
popular . . . combinations such as green and purple; 





blue and red; green and red; bronze green with gold é <i Velen aie 
and Chinese red; gray with flame; turquoise with 4 iio ae eats ag 

. . ° . . - sane x a eee ° 

brown; olive green with raspberry; shocking pink with se ' 
navy; black, striking with white; black with other Above: Royal wool daytime suit worn 
colors. Plaids and checks are another popular way of with black accessories. The same suit is 
2a , . : shown below, transformed for evening. 
combining colors. Where the dress is all one color and In selling shoes, bear in mind that edapt- 
somewhat formal, sequins add an accent color. ability is an important factor this _ 
— ee os : This simple open toe pump is equally 
Another characteristic of this year’s clothes is their unit, deo Ultlins dad cocsiel ei. 


adaptability. Suits lend themselves to quick change acts 



















Striking treatment oj the short dinner Dinner gown of black crepe with black Sapphire blue and gold sequin halter, 
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gown. A Greek design in gold se- and white pattern simulating a pony’s worn under suit jacket at office ap- 
quins borders the neck and scarf of markings on the bodice. By Clarepot- pears as part of evening costume, 
this black gown by Omar Kiam. ter. Real pony used in belt and sandals. long gloves adding formal accent. 
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Above: Mother and daughter dressed alike in pine 
green wool jersey dresses and gay flowered aprons 
designed by Helene Pons. Both are wearing soft toe 
ballet slippers, new idea for indoor casual shoes. 
by the change of a blouse, hat, gloves and handbag. If 
the same shoes can be worn with both sets of accessories, 
so much the better in this year of rationing. So many 
pumps are suitable for this kind of coordination. Softly 
tailored trimmed pumps for one thing. Untrimmed 
pumps which can be worn both daytime and evening 
with many short skirt dinner gowns. Or a trimming can 
be added for evening wear. Some sandals . . . the low 
heel anklet, for one . . . aré wearable with both street 
and dress clothes. 

Then there’s the other point of view to consider in 
planning accessories for quick change from office to 
date. Advise your customer to buy a strictly tailored 
shoe for working hours and the most opened-up, femi- 
nine style she can find for festive occasions. 

The important thing to remember is that: 1. Shoes 
have plenty of style interest. 2. You can do your cus- 
tomer a service by being well informed on the ready- 
to-wear style picture and by selling the shoes from that 
angle. For example, glamorize the black shoe and the 
brown shoe. Point out that these are the smartest colors 
that can be worn with this year’s clothes. Where there 
is so much color in the costume, color in the shoes 
would be lost. The clothes and the shoes both gain by 
the contrast between the bright greens, blues, etc., and 
the dark shoe color. From the other point of view, the 
simplicity of the new clothes, the slim silhouettes and 
short skirts, give the shoes a chance to be seen and 
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admired for their sleek outlines and fine fit. Clothes 
and shoes can be made to set each other off this year in 
new and interesting style interpretations. 
Looking more specifically at the Spring lines, some 
new and interesting ideas in color have been shown 
recently. Turquoise, Persian blue and robin’s egg blue; 
plum, violet, fuchsia and mauve; gold and lots of dif- 
ferent reds. New ways of combining color were a 
striking feature in the collections. The black and white 
dinner gown illustrated here is a good example of this 
very modern way of putting colors together. Another 
idea in combining colors, that looks new, is by the use 
of “surprise linings.” Sometimes these linings are 
prints, matching the blouse or gloves. Sometimes they 
are solid colors in vivid contrast with the garment. Con- 
trasting jackets are also very popular, worn over dresses 
for Spring. They are light pastels and bright colors 
such as cerise, violet or turquoise. The new Spring 
prints are unusually beautiful. These include many 
black and white prints, as well as colors. Pastel and 
white grounds with widely spaced designs are extremely 
popular. The strong trend in Spring lines is to very 
feminine and young clothes. 
Below: Functional work clothes appeal to women 
when given glumor and style like these costumes 
jor railroad workers in green rayon with adjustable 


red or black webbing at the waist. Designed by 
Zanaida. Protective head covering and safety shoes. 
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Six-Point Fitting Plan 
Safeguards Foot Health 
Of Child Customers 


Little girl walks inked treadmill, leaving 

prints of her foot in motion to provide 

information needed to fit her. John J. 

Moore, inventor of the treadmill, examines 
the footprints. 


PATRONS of the Parmelee Shoe Shop, 54 East Avenue, 
Rochester, N. Y., may leave their “footprints on the 
sands of time” along with the rest of us in the journey 
down the long, long trail. But they also imprint them 
graphically on great sheets of inked tissue paper as they 
walk a treadmill which John J. Moore, owner of the 
store, invented to secure accurate outlines of feet in 
motion. What is of more intimate interest to others who 


sell footwear is the fact that it has helped to build a 


‘satisfactory business—one that also brings verbal 
I 4 orchids along with profits. 


Although the treadmill is used in the fitting of shoes 
for men and women in this store, it has perhaps earned 
the greatest following as it is used in fitting corrective 
shoes for children. It is an important step, but only one 
in six that are taken in a store “where fitting shoes is 
@ science.” 

Mr. Moore has been in the shoe business since 1925 
and in his present location for the past seven years, 
steadily building a clientele—first by telling individual 
mothers what the store has to offer to safeguard the feet 
of children; finally “telling the world” in a four-column 
advertisement headed: 


“MOTHERS! Protect their growing feet. Enroll 


ythem in Parmelee’s J.S.P.C.G.F. (Junior Society for 
|) Prevention of Cruelty to Growing Feet) .” 


How did it all begin? Let Mr. Moore answer: 

“When we bought this store from the former Par- 
melee chain,” he said, “I was fully aware that, in order 
fit feet properly with shoes, it would be necessary to 


‘know how they performed in action—to know what im- 
"Pression they made while in use. 
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“The toes of some feet spread more than others; 


muscles of different feet perform differently; you have 
to know the exact shape of feet in use to know how to 
fit them correctly.” 

There was no way of which Mr. Moore knew by 
which this could be done. Accordingly, he set out to 
find one and the result is what he calls the treadmill; 
nothing complicated, but it works. 

It consists of a strip of rubber about one and one-half 
feet wide and six feet long. Beneath it is an inked roller 
which is run along the under side of the strip and 
underneath this is a roll of tissue paper of the same 
size. There is a similar strip of tissue paper on the 
upper side of the rubber strip, but this is merely to give 
sanitary protection to the feet of the person who takes 
five or six steps, leaving prints of his feet in the paper 
as he walks along. 

These impressions tell a vivid story, for, as Mr. Moore 
says, “I have always felt that I could do a better fitting 
job if I could see the foot in motion and decide whether 
it is inflare, outflare or a straight type.” 

Another instrument measures the degree at which the 
ankle rotates inward while in motion, while the third 
step is to determine the degree of elongation. 

Then the foot is carefully checked for cramped toes, 
flat feet, correct gait, weak arches and other foot ail- 
ments; the correct last is determined and whatever 
adjustments are necessary are made in the shoe which 
proves to be the proper one for the foot. 

After that the foot is checked in the shoe, under a 
fluoroscope, approval is given if everything appears to 
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F ROM a modest beginning as an alcove of somewhat 
uninhibited decor on one of Sommer & Kaufmann’s five 
floors of shoes, the Irrational Shop, which is devoted 
entirely to non-rationed types of footwear, has assumed 
a position of such primary importance in the San Fran- 
cisco footwear picture that it has been moved down- 
stairs to become a full-fledged, full-time operation. 
Originating immediately after the shoe rationing pro- 
gram became effective, the thought behind the Irrational 
Shop was merely to keep all non-rationed types of foot- 
wear such as house slippers, play shoes, riding boots, 
ice skating shoes, ballet slippers segregated from ra- 
tioned merchandise—a shop to be treated lightly and 
kept out of the way. But after the initial introduction, 


This view of the 
shop shows the ac- 
cessory and hat 
bar in the back- 
ground. Shoes and 
accessories are 
displayed together 
in the wall cases. 








The “Irrational Shop” Grows Up... 


by leaps and bounds the Irrational Shop began to out- 


grow its floor space. 


Now feeling that the status of the non-rationed shoe 
is worthy of more serious thought, the management has 
moved this shop to the lower floor where it replaces an 
entire department of women’s budget-priced shoes which 
formerly sold at one $4.95 price level. As the continua- 
tién of rationing indicated an ever-increasing trend to- 
ward footwear in the higher-price brackets, Sommer & 
Kaufmann decided that this was the time to discontinue 
their line of budget footwear in favor of non-rationed 
shoes. Nevertheless, taking a long range view of the mar- 
ket, the standing of this department is permanent only 
















Looking into the 
shop from the en- 
trance. Plentiful 
display space is pro- 
vided. Full-length 
mirrors add to 
the attractiveness 
of the department. 
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Another view of the Irrational Shop. The department is dec- 
erated in red and cream tones, with modern fixtures and decor. 


Starting Out as an Alcove in Which Unrationed Shoes 
Were Sold at Sommer & Kaufmann, San Francisco, the 
“Irrational Shop" Has Grown into a Sizable Department; 
Now it Occupies an Important Location in the Store. 


as long as the rationing program continues in its pres- 
ent form. 

As in all of their other individualized departments, 
Sommer & Kaufmann in the Irrational Shop have aimed 
to give the customers as much selectivity as possible, 
carrying non-rationed footwear for dress and for street, 
as well as the usual play types. The innovation of many 
non-critical materials has made this possible. However, 
in all experimental types of shoes, pre-selection has 
been confined to those of tried and tested quality. The 
fact that non-rationed shoes are usually regarded as 
being of an ephemeral nature has been disregarded in 
order to maintain the standards that reign elsewhere in 
the store. 

The present location of the Irrational Shop on the 
lower floor, easily accessible from the street, makes it 
even more advantageous as a means of keeping the en- 
tire operation separated from the other women’s shoe 
departments in the store. By this means a woman who 

[TURN TO PAGE 65, PLEASE] 


Typical of the advertising done by this depart- 
ment is the ad at the left. Here street and 
dress types of unrationed shoes are featured. 
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Yells SERVICE and Builds 


Four years ago, Elliot Phillips, of North Hollywood, 
Calif., bought helter skelter from Tom, Dick and Harry. 
Mentally he was fighting the chains, checking up on 
their windows for prices and values, looking in the 
doors to estimate their trade in comparison with his 
own store, All of this kept him too busy to attend to his 
own business. 

Three years ago he found himself. In a right about 
face his merchandising policy and his business thinking 
changed as a result of taking to heart some excellent 
advice from a well-posted traveling man, a man in- 
cidentally who knew shoe merchandising from all angles. 

That was how Phillips’ business wagon became 
hitched to branded lines of advertised shoes. That is 
why Phillips gave the most careful attention to correct 
fitting. At the same instant he realized the importance 
of having in his stock sizes in the same proportion as 
sold in his store. 

Phillips’ previous training was in first-class shoe 
stores. Now with known shoes to sell, and sizes with 
which to fit properly, his store gained an earned reputa- 
tion of only selling what was best suited to each individ- 
ual customer. “Look and Build for Tomorrow” became 
the store’s business precept. 

Right now with merchandise somewhat hard to get 
and customers eager to buy, some short-sighted business 
acquaintances had advised Phillips to follow their ex- 
ample, of getting all the easy profits possible by cram- 
ming all the business one could into the store while the 
picking was good, on the theory the public would buy 


“This is just the same shoe cs you 
have on,” Phillips explains daily to 
many customers who buy good fit- 
ting shoes, over and over again. Then 
these customers teil their friends of 
their satisfaction in being able to get 
what they want, when they want it, 
even if shoes are hard to get. 


something, anything in fact, so long as it was a foot 
covering. 

Against that reasoning Phillips has found that his 
past regular trade as well as the great influx of new 
trade, is now decidedly selective. His public know their 
money and ration coupons have a real value, so they 
are buying now with discretion. And he is selecting 
his stock just as discreetly. 

Still holding to the “Build for Tomorrow” business 
practice, Phillips knows he has only one thing to sell— 
SERVICE, as he is endeavoring to build a business that 
knows no competition. 

Possibly the biggest problem Phillips has to face— 
and what small merchant does not face a similar prob- 
lem?—is how to stay in business with the limited 
amount of merchandise that is alloted the store by the 
sources of supply. There is no question of the store’s 
ability to pay for many more goods, as Phillips in com- 
mon with thousands of other small stores, all over the 
land has far more dollars to spend for shoes than his 
supplying factories can allot him. 

There are three solutions to that problem in line with 
Mr. Phillips’ reasoning of today. First, attention to the 
science of buying more sizes in fewer styles, which 
makes it possible to have plenty of sizes on the shelves 
to fit the customers in at least a couple of shoes. This 
means scrapping the previous reason why all small 
stores were in such a bad way, that of buying all lines 
on a pair on a size basis. Result, a store full of odds 
and ends with very few sure selling middle sizes. 











for TOMORROW 


The Case of the Two-Man Shoe Store 


Success Story of a Store Whose Proprietor 
Followed the Advice of a Well Informed 
Traveling Salesman, Reversed His Policy of 
Fighting the Chains and Hitched His Busi- 
ness Wagon to the Lines of Manufacturers 


Whosé Reputations Inspire Confidence. 


by HARRY R. TERHUNE 


| — Second, Phillips exploded the theory that nearly all 
> sthall shoe merchants have held, that there was a satura- 
tion point on any given style of shoe in their com- 
munity. “That is just not so,” he emphasized. “If you 
cannot fit a customer, you cannot sell her. It has 
> been definitely proved here in case after case during 
_ the past four years that there is no saturation point in 
| 4 small town for a good-fitting shoe. In other words, 
) Sizes are much more important than style. It was that 
/Way yesterday. It is that way today. It will be that 
Way tomorrow. 
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Checking the sizes on hand against 
those on order with the master 
“ideal stock size chart” is a weekly 
must job with Elliot Phillips. Plenty 
of sure selling middle sizes keep 
the business on the upgrade. 


Deciding ‘which bag goes best with 
the newly acquired shoe is more of 
a problem than deciding whether or 
not to buy the bag. Related acces- 
sories go a long way toward making 
up the volume lost by shoe rationing. 


And a third solution is that of going into more re- 
lated lines, lines which for the most part are not ra- 
tioned or made of critical materials. The merchandise, 
too, fits in with the general harmony of the store. Ju- 
dicious selecting in picking out things which will be 
readily sold in one’s communty, and at the same time 
will not step on the toes of friendly local merchants, will 
go a long way in keeping up the volume. 

Small shoe store operators today have a lot of dig- 
ging to do in order to uncover shoes and other items 

[TURN TO PAGE 65, PLEASE] 
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Specimens of mechanically reproduced handwritten messages which are 
being used with excellent results to give the personal touch to direct mail 
advertising, and thereby maintain friendly contact with customers. 


, MANY family shoe stores 
throughout the country have adopted the policy of 
“holding back” preferred merchandise for the benefit of 
their established customers. To be consistent, the store 
operator who follows this policy within the store must 
adapt his general advertising to fit the selling plan. 

Most shoe retailers have wisely shifted a substantial 
part of their newspaper advertising to institutional 
themes, and identification-type ads that do not urge the 
immediate purchase of shoes. 

But some promotional advertising is desirable, and 
those good reliable customers who have been faithful to 
your store through good times and bad, are the people 
who should receive notice of the choice merchandise 
that is available. During these days of shoe rationing 
they come into the store less often. With longer periods 
between visits to your store, the warm friendly feeling 
between you and the customer can be weakened. You 
can maintain this valued relationship by using the right 
kind of direct advertising that will help to keep these 
preferred people tied to your store. 

Because most family shoe stores are short-handed, 
and because the value of direct mail advertising is a 
controversial subject among family shoe store operators, 
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By AL HOWARD 


this article outlines a plan that enables you to obtain a 
good mailing list with very little effort, and practically 
no cost . . . it classifies the various types of direct mail 
advertising, and provides you with copy that can be put 
into immediate use. 

Let’s examine the types of direct advertising com- 
monly used by shoe retailers so that we can judge the 
worth of each for our immediate use and for future 
occasions. 

Direct advertising most often used by shoe stores can 
be grouped into three classifications—Circular Adver- 
tising, in the form of handbills—“Tie-In” Brand Name 
Advertising, usually supplied by manufacturers—and 
Warm Personal Messages, preferably in the handwriting 
of the store operator and members of the store per- 
sonnel. Each of these three types of direct advertising 
is completely different, and each type is best suited for 
specific jobs. 

Circular advertising (handbills) are an elementary 
form of direct mail advertising. Back in the good old 
days, a circular listing regular prices of everything 
from rubber boots to shoe buckles produced gratifying 
results. Today they are most effective when used for 
spectacular “sales” and “price promotions.” Because 
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Pp |DIRECT-MAIL PROMOTION 


In These Days of Shoe Rationing, When Customers 
Call Less Often, Contact by Mail Assumes Added Im- 
portance in Helping to Keep Them Tied to the Store. 


put 














Many shoe manufacturers offer their dealers attractive “tie-in” mailing pieces which serve to 
identify the store as headquarters for their brands. 


circulars are most often printed in large quantities and 
mailed indiscriminately, it is advisable to investigate 
the price of a full page in the newspaper and compare 
the circulation the newspaper affords, before using the 
media. This type of direct advertising will not fill our 
teed in maintaining contact with preferred customers 
because it is obviously a “public notice” lacking in per- 
sonal feeling. 

“Tie-In” mailing pieces supplied by the manufacturer, 
to help you identify your store as headquarters for 
tationally advertised brands, has many favorable ad- 
vantages. Most of this material is colorful and beau- 
tifully executed. It is the type of message you can 
proudly mail to the elite of your community. Each 
piece you send out harnesses the brand prestige with 
jour store prestige for a healthy upward pull. This 
kind of direct advertising belongs in every well planned 
advertising schedule. It makes a splendid statement 
insert, 

The best way to cement good customers closely to 
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your store capitalizes on the same friendliness and con- 
fidence that establishes “call trade.” The success of 
family shoe stores and specialty shops is based on the 
genuine feeling of friendship slowly built through thou- 
sands of personal contacts both inside the store and 
without. 

Nothing can have the advertising value of one friend 
advising another to stop in at your store for a pair of 
shoes. The next best method is for you and your sales- 
people to write a few friendly postcards or notes each 
day to your established clientele. If you are pressed for 
time, it is possible to obtain personalized handwritten 
messages (reproduced by mechanical means) which 
your closest friend cannot tell from actual handwriting. 
This type of direct advertising will be as welcome as a 
letter from home, and a well planned series will make 
a lasting impression. (Samples shown in illustration on 
preceding page are by courtesy of Hart Vance Com- 
pany, St. Louis.) 

[TURN TO PAGE 78, PLEASE] 
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OTHER PEOPLE’S IDEAS 


“Shoe Saver Family” 


Shortly after shoe rationing went 
into effect, The White House, San 
Francisco, set up a display in their 
notion department, under the slogan 
“Meet Our Shoe Saver Family.” The 
purpose of the display was to show 
everyone how to make his shoes last 
longer. 

So effective was the display that re- 
cently the store devoted one of its 
main windows to the Shoe Saver 
‘amily. On a board about five feet 
long and a foot and one-half wide, the 
various members of the family were 
displayed. The characters were drawn 
in pen and ink around the actual item, 
and separate copy told the advantage 
of each. Underneath the central 
board the various articles were ar- 
ranged in symmetrical displays. 

The first character was “Mr. Saddle 
Soap,” the copy reading: “A ruff and 
ready cowboy with a chest of saddle 
soap. He cleans, softens, polishes, 
and preserves leather.” 

Mrs. Dubbin . . . a quaint old fash- 
iuned lady carrying a satchel of dub- 
bin, with the caption: “She keeps the 
rain from soaking your feet by water- 
proofing the leather.” 

Shine Boy Dauber . . . a running 
young man with a brush for a body. 
The caption: “He puts the polish on 
quickly with his fiber bristles.” 

Mr. Shoe Polisher . . . a husky 
saluting man drawn around a large 
brush. The caption: “He puts a fine 
satin-finish gloss on shoes.” 


Mr. Leather Renew . . . a dapper 
gentleman in a zoot suit. “He gives 
old shoes a new outlook. He’s both 


a dye and a shine.” 

Mr. Shoe Cream . . . a sturdy man 
lugging the cream on his back. Says 
the caption: “Gives a quickie when 
time is short. Helps to preserve 
leather.” 

Miss Finisher Cloth . . . fashioned 
after Veronica Lake; a dazzling miss 
in a full skirt. Says the caption: 
“She adds the sparkle.” 

After the window display was dis- 
mantled, the various items of which 
it was made were grouped together in 
display cases in the notion depart- 
ment, near the main store entrance 
and close to the shoe department. It 
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was found that the concentration of 
these accessories in one place has re- 
sulted in attracting attention and stim- 
ulating buying of the entire family of 
shoe savers. 
* * * 

“Manhunt, Dixie Deb’s newest ank- 
let sensation” —Sommer & Kaufmann, 
San Francisco, Calif. 


* + 


Wardrobe Idea in 
Shoe Display 

To attract the college crowd, the 
Powers Department Store, Minneap- 
olis, Minn., used gay, brightly deco- 
rated closets in all their college shops, 
each with a complete college ward- 
robe. At the bottom of each closet a 
special section showed an array of 
shoes which would be suitable for all 
types of college activities. Both low 
heels and higher heeled styles were 
shown. Sport styles and unrationed 
casuals were included in the popular 
types displayed. 

Each closet held a wardrobe select- 
ed by one of the College Board mem- 
bers of the store. The name of the 
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This unusual and effective presenta- 
tion was used by Baker's in Miami, 
Fla., recently, when they announced 
that the store was moving into quar- 
ters next fo their former location. 





girl and the college she represented 
were posted at the side of the closet 
tc show styles considered favorites 
for that particular school. The shoes 
given strongest feature in each closet 
were the ones that were the most 
favored for the type of outfits chosen, 

Special classroom shoes were given 
prominence in some of the closets by 
placing them alone with a pair of 
anklets on a shelf above the other 
shoes in the collection. 

The showing stressed clothes and 
shoes suitable for either college or oc- 
cupational wear, with stress on dur. 
able, good looking fashions. 

* ~ a 


Changed Hours Simplify 
Manpower Problem 


With shortages of help and a grow- 
ing situation where retailers are not 
anxious to sell too much merchandise 
within a given period of time, read- 
justments in Detroit store hours are 
taking place. Contrary to the earlier 
trend, when hours were extended to 
allow war workers to make purchases 
at unusual evening or other hours, the 
tendency now is to cut down on the 
number of hours or even days that 
the store is open. 

Most notable at present is the policy 
of two leading downtown shoe stores 
—Stuart J. Rackham, Inc., and Plu- 
kett Brothers. These stores have set 
back opening hours to 10.00 A. M. 
and close at 5.00 P.M. daily. They 
have gone a step further, and closed 
down entirely on Saturdays. 

The rearranged schedule allows the 
business to be handled by the avail 
able staff. While it may result in some 
inconvenience to shoppers, especially 
those having crowded hours in em 
ployment elsewhere and able to get 
downtown only late in the day or o 
Saturdays, it appears to be the solv 
tion to present operating problems for 
these stores. 

_ * * 


“I. Miller Shoes are working their 
way through college. Ready for action 
all day on the campus or in the soci 
swim, ready to graduate with you into 
business, war work or homemaking”— 


Berger’s 514 Shop, Buffalo, N. Y. 
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Easy Selection Method 


With the shortage of sales personnel 
an ever-present problem to every re- 
iler today, something of a solution 
has been made by Marshall Field’s 
basement shoe department for women 
gd children. Along the entire west 
wall of this department which mea- 
sures about 300 feet, display shelves 
have been erected. Here is shown a 
sample of every shoe carried in stock 
and that includes, women’s and chil- 
dren’s shoes and bedroom slippers. 
Every shoe is numbered, priced, and 
data is given regarding colors avail- 
able. 

There are two attendants on hand. 
When a customer chooses a style the 
attendant writes the number on a slip 
of paper and gives it to a salesperson 
who brings the desired style in the 
customer’s size. A customer may 
choose three different styles for try-on. 
Thus, as Arthur Brown, buyer says, the 
salesperson becomes primarily a fitter, 
which is what is most needed in a shoe 
department. 

“Easy selection method” is what 
Mr. Brown has named the procedure. 
lis not self-service, but it speeds up 
service to the customer, increases the 
number of transactions that each 
salesman can handle in a given time 
ad eliminates from the customer’s 
mind any doubt as to what styles are 
wailable for her selection. 

Large signs which hang between 

the posts along the main aisle pro- 
daim: “For quicker and faster ser- 
vice, use our Easy Selection Service.” 


* * - 

“Today, it is wise to buy SHOES as 
you would an INVESTMENT .. . 
with long-term VALUE in mind”— 
Sanger Bros., Dallas, Tex. 


* + 


“War Workers’ Feet” 


“War Workers’ Feet” is the new 
fecal point for comfort shoe selling 
in Seattle, with B. Kurzburg’s store 
drawing the attention of the many war 
workers to the necessity of taking the 
stain off their legs and feet by well- 
fitting shoes. Because of many hun- 
dreds of thousands of incoming war 
workers, and housewives of Seattle, 
who have taken war jobs, an excel- 
lent body of shoe customers has been 
developed. Advertising of this shoe 
store is aimed at this group by the 
headline, “Do you have War Workers’ 
Feet?” 

A graphic illustration is used of a 
atl in slacks and snood, standing by 
her machine and holding up one foot 
knee-high, her hands clasped around 
m aching foot. Going on with the 
guiry, copy continues: “Do your feet 

burn, perspire? Do you have 
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arch sag ... foot and leg pains? Foot 
troubles reduce your efficiency in the 
War Effort, for when your feet hurt, 
you ‘hurt all over’”... 

The advertising of Mr. Kurzberg 
shows how to obtain shoe comfort and 
foot relief, advising, “All our facilities 
are at your service . . . experienced 
attendants, private fitting booths, etc.” 
In addition to shoes, pads and reme- 
dies, heel cushions, arch supports, 
appliances, anklets, rubberless stock- 
ings, and other accessories are fea- 
tured. 

* ~ i 

“Sandal Sophistication, exquisite, 
flattering, glamorous”—C. H. Baker, 
Los Angeles, Calif. 


_ a.» 


Change Backgrounds to 
Keep Interest Alive 


Frequent changes in the back- 
grounds of the display shadow boxes 
used by the shoe department of the 
Field-Schlick department store, Saint 
Paul, Minn., keep interest in viewing 
displays alive. 

For these backgrounds a fine qual- 
ity of wallpaper is used. In the boxes 
at the rear of the shop a striped paper 
is used effectively. In some, the stripes 
run across the boxes; in others, up 
and down. Each box has a different 
color, but all coordinate with the color 
scheme of the shop. 

In a shadow box at the front of the 
section, placed on a main traffic lane 


on the street floor, which is used for 
the display of fine shoes, a wallpaper 
decorated with stars has attracted 


much attention. 
* * * 


Keeping the Friendship 
of Old Customers 


ry 


Not wishing to “splurge” with ad- 
vertising and thus appear to be trying 
to build new business, but definitely 
desiring to get across to his customers 
of many years’ standing that they 
should buy their Fall shoes early and 
avoid the later rush, Philip Bayes, 
head of the Solby Bayes Shoe Co., 
Boston, solved his problem with a 
postcard which read: 

“Now, as always, you are welcome 
at Solby Bayes. We value your patron- 
age, friendship, good will and confi- 
dence—and we intend to keep them. 

“We will do our utmost to serve you 
fairly and equitably. With good shoes 
scarce and the demand so great may 
we suggest that you purchase as your 
shoes as soon as you can. 

“Shopping early will enable us to 
function in an orderly manner. You 
will be able to obtain the style you 
desire and be fitted properly. And if 
you have a difficult size and we can- 
not fit you there will be time to order 
a pair from our factory.” 

Many of his customers responded 
with mail orders. More came in to be 
fitted. Others wrote that they would 
be in soon—and did. 








An unusually smart folder to announce their College Shop was devised by Car- 

son, Pirie, Scott & Co., Chicago. Made round like a globe with ‘the map of the 

United States on the cover, spotted with each important college in the country, 

each of its eight pages was given over to a certain classification of college 
apperel. The shoe page is shown above. 


45 





RECORDER PICTORIAL... 





M. F. Buckley, W. F. Mott, R. J. Livingston and R. W. J. Joseph Condon and Jim Duval, Charles A. Eaton 
Leach, officials of Dewey and Almy Chemical Co.. Co.; Fred L. Pratt, Pratt Shoe Co., Shawnee, Okla,; 
pose jor the camera at the company’s Morrison Hotel Harry Herman, Statler’s Buffalo, and Louis Reisig, 
headquarters during National Shoe Fair, Chicago. Richard’s Shoe Co., Buffalo. 
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Scarce as gpod Scotch are new shoes from Curtis. Interest in the fair was at high pitch at Marilyn Shoe 
Stephens &,Embry Co. who merely greeted friends Co. Charlie Ojsa, Cinderella Boot Shop, Williamson, 
at the show. A few were snapped at the Palmer W. Va.; Lew Marks, vice-president; Mrs. Levonia 
House gazing on patterns from the old line. Neuberger, Leven’s, Logan, Utah; Gene Brindis, pres 

ident; Ross Myers, Midwest; W. L. Ratz, Michigan. 


Buyers meet at the Samuels Shoe Co., display. Left to Elkan L. Ries, Victory Footwear Sales Co., Baltimore, 
right: R. O. Alexander and B. H. Lawrey of Bullock- surrounded by a group of retailers as he presents 
Wilshire, Los Angeles; Howard May and Jack Jacobs, a novel pattern from his non-rationed line. Mr. Ries 

Samuels; L. Spiegelman, Mt. Airy, N. C. found retailers keenly interested in this class of shoes. 
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Candid Shots of Shoe Men at Work 
and at Play, Taken at the National 


Shoe Fair Held Last Month in Chicago R. D. Northrop, R. D. 
. Northrop Co. and 

E. J. Walker, L. B. 

Evans’ Son Co., 

Wakefield, Mass., dis- 

cuss orders received 

during the National 

Shoe Fair. 


Wellco’s “Scuffies” were well represented by Walter 

Marx, sales manager of Wellco Shoe Corp., left; Mrs. 

E. Forschner, Cosmo Footwear Co., a visitor, and 
Leo Weill, president of Wellco. 
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A new war baby, “Footlets,” creates much interest at 

show. Left to right: Jack Heller, Ed. L. Adams, sales 

manager of J. W. Landenberger & Co., and W. E. 
Stewart, Hamilton, Ont., retailer. 


C. L. Ward, vice-president of Field & Flint Co., 
Brockton, Mass., and Arthur R. Schwartz of Davidson- 
Paxon, Atlanta, Ga., stand by one of the three 
Army and Navy E awards for meritorious service. 


Rear—left to right: Harry Silver, O’Connor & Gold- 

berg; Bob Goldstein, Plymouth Shoe Co.; Harold 

Phifer, Miles Shoe Co.; Jack O’Connor, O'Connor & 

Goldberg; Ben Stone, Stone-Tailow. Front—left to 

right: Robert H. Fesler, Montgomery Ward: John 

O’Connor, O’Connor & Goldberg; W. D. Benijes, 
London Character Shoes. 


James H. Sewell and 

' Walter McVickar, 

West Coast executives of “Kirby’s Stores” visit H. J. president and sales 

Kroto of Cambridge Rubber Co. Left to right: R. manager respectively 

Lasky, Brasley-Cole, Ltd., Los Angeles; Mr. Kroto; of Burns Cuboid Co., 
W. Cole, Brasley-Cole, and Arthur Gross, buyer. Santa Ana, Calif. 
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Wha Ellie s Cridtook 





By ARTHUR D. 


ANDERSON 


The Cupboard Is Bare 


A WINTER of discontent is in the making. Men, women 
and children are coming into shoe stores and finding it 
difficult to get the right shoe and the right size; and it 
has reached a stage of considerable concern to retailers 
who have lived a life of service and find themselves 
powerless to give that service now. Depletion of inven- 
tories over the months puts the shoe retailers of America 
in a rather precarious position, that shows no sign of 
improvement for months ahead. 

How little business can a shoe store do and yet sur- 
vive? That is the question facing many merchants who 
have been allocated to 75 per cent or less of their last 
year’s shipments and who have consumed reserve stocks 
to the point where the cupboard is bare. It isn’t the 
numbers of pairs on the shelves that make a business. It 
is the fitting sizes; and when customer after customer 
(particularly in the juvenile ages) can find no shoes in 
the store or in the community in precisely the sizes 
wanted, the situation is bad. 

Did you know that 16 per cent of the stores ‘in the 
United States have ceased doing business since Pearl 
Harbor? At what point can you no longer operate a 
shoe store? Is it 85 per cent of sales or 75 per cent? 
We can so starve a business in a period of dollar plenty 
that that store goes out of business for want of shoes 
to sell. 

It is true that the Task Force made a report to WPB 
pointing out the critical situation and recommending 
corrections; but it is almost a case of locking the barn 
after the horse has been stolen. There has been far too 
much drifting, with hope as the only sail. Shoes are the 
only wearing apparel that have been regulated and con- 
trolled; kept in harness and checked to the speed of a 
planned economy. We have said it before and we say 
it again—Essential shoes should be given the right of 
way in materials, labor and production totals, to permit 
of a stock pile as against the inevitable drain that 
shortages have indicated as being right here and now. 
There are too many “economists and higher-ups” who 
believe that total numbers of pairs made should be 
measured against ration coupon withdrawals—a_bal- 
ance of numbers. That’s all right in a standard, common 
commodity that does not have the tremendous handicap 
of sizes, widths, heights of heels, etc. It is true that you 
may make twenty-five million pairs of shoes per month; 
but you can’t fit twenty-five million pairs of feet out of 
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that stock, immediately. The size element has not been 
given the proper consideration and the 15 per cent stock 
margin for size and width. No matter who writes the 
size chart, the fact remains that approximately 15 per 
cent of the shoes are left on the shelves for a period of 
weeks and months, until the right foot comes into the 
store for that precise size, width and heel. 

So you see, you must have a plussage to do business, 
Not only is all reserve stock wiped out but the cupboard 
is bare in the children’s department and stores are at 
the point of selling a daily quota of women’s shoes 
because the shortage is far more acute than what the 
over-all records show. The forces of nature, particularly 
human nature, play a tremendous part in the selection 
of shoes. The customer with money in the pocket isn’t 
interested in $2.00 stitchdowns, when $4.00 welts are 
ration-wise; and this holds for other types of shoes. 
Shoes are problem merchandise all the time—more so in 
war times. 

Washington has found that in the field of metals and 
critical materials, allocation of supplies is directed to 
the point of greatest need. It is true that in the shoe 
industry the democratic principle of permitting all types 
of shoes to be manufactured has brought about a con- 
sumption of much useful leather and stock and sup- 
plies that might well have been put to better use in 
terms of public longer-wear-and-foot-serviceability. Per- 
haps it is right and proper that all types of foot cover- 
ing can be made, providing the materials and labor can 
be brought to the production point—but when black 
marketing is used to assemble the ingredients, some 
other plant suffers for every pound of leather or foot of 
materials so diverted. 

Shoe factories are hungry for supplies because they, 
too, have consumed material stocks to the point where 
their cupboards are bare. Many a supply man now 
wishes he hadn’t been so eager to get rid of stuff he 
couldn’t use. But what’s gone won’t make today’s shoes 
for today’s hungry customer. You can write reports and 
put words of indignation on paper, but you can’t build 
shoes without men and women, skilled and unskilled, 
building the shoes from the last up or down. 

The manpower shortage at the point of factory work 
is a cause of today’s and tomorrow’s short stock sit- 
uation in the shoe stores of this country. We have seen 
Help Wanted ads repeated day after day, with no takers. 
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We have seen men and women collect their pay and not 
come back, nor even have the good manners of saying 
they were going elsewhere. You can’t build shoes 
without human hands and that is a real short- 
age. We are paying for our short-sightedness by not 
building up stock piles of shoes as against this bitter 
period. 

Last week’s labor trouble in the Salem-Peabody area 
resulted in an order from the President for the leather 
workers to cease picketing and return to work. The 
threat was government taking over these plants as vital 
to war effort. At long-last somebody has indicated that 
the production of leather is seriously essential. Leather 
and shoe workers averaging less than thirty-six hours 
per week are not indicating, by their works, their posi- 
tion as strictly essential to the war effort at home. 

Before next Spring is over we may be in the position 
of needing more boots than we do bullets; more shoes 
than we need supplies—-because war production is at a 
great peak and shoe production is lower than the point 
of safety to give men, women and children shoes and to 
sustain shoe stores as continuing businesses. 

The Leather Commission that went to England will 
soon render its report which, combined with the South 
American leather report and the global facts known to 
our men in Washington, should give us a true picture 
of hide and skin availability. You don’t need to go to 
the leather producing centers of the world to realize that 
leather is being consumed faster than it is being raised 
on the backs of animals and that for an indefinite period 
after the war it will be in short supply. All the more 
reason for a system of allocation of leathers and mate- 
rials to essential factories and essential needs—and a 
“drafting” of shoe workers to build essential footwear. 
Unless something is done the situation of shoes will be 
in critical peril before Springtime. 


TO OBSERVE AND COMPARE 


HEAR the plea and the plight of the merchant whom 
nobody calls to see. The Boor anp SHOE REcorpER has 
received quite a number of letters recently, in answer 
te a questionnaire on men’s shoes, to the effect that 
manufacturers in the men’s line have more business 
than they can take care of and have neglected accounts 
that are not easy to reach. 

Then, again, the merchant who has twin names above 
his door—a brand name and his own—automatically 
puts himself into a position of not being receptive or 
Tesponsive to salesmanship by other lines. What the 
eye can’t see, the brain can’t accept. 

Maybe that’s one of the reasons why so many shoe 
merchants like to go to fairs and shows. They get a 
thance to observe, compare and remember. They need 
the opportunity of comparing other lines with the line 
they are tied up to—with all their capital, effort and 
time. They need the opportunity of justifying their own 
décision to give complete allegiance to that line; or if 
that name and line do not measure up to the need of 
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HIT AND RUN CORNER 


To the Editor: 

“Have your questionnaire for men’s shoes and 
have answered it in part. 

“Manufacturers in the men’s line have had more 
business than they can take care of and have neg- 
lected accounts that are not easy to reach. Some 
firms or salesmen have taken allotments due 
smaller firms and have given them to large dealers 
and defense areas, where higher price ceilings exist. 

“It is our belief that some of the shoe manufac- 
turers will find it difficult to do business with a large 
number of retailers because of the unjust methods 
now used. 

“We and a number of merchants in our district 
are making notes of these manufacturers.” 

G. JoHn STRATHMAN, 
Strathman’s Department Store, 
Seneca, Kansas 





the hour, they need the opportunity of looking over 
other lines to check and double check values, prestige, 
promotions and profit possibilities. 

It is not a good thing for a shoe man to close his 
mind completely to all other shoes and all other propo- 
sitions. The merchant who does that is an isolationist. 
It is rather an interesting thing to note that now that 
almost every merchant who has a brand name is subject 
to allocations and controls . . . and a willing subject 
he is, too . . . that the time comes when even that mer- 
chant and that name and that brand are the better for 
a little of the competition of comparison. 

When a merchant writes: “We carry So and So’s line 
of shoes and are in no position to answer your ques- 
tionnaire as we see none of the other lines,” that man 
is indeed a bound agent. 

It would be an exceedingly good thing if every shoe 
merchant, everywhere—agent or owner-operator or 
free-to-buy merchant of everything—were to have an 
opportunity to see every line, hear every line and speak 


to every traveling man. 
a * * 


THE AMERICAN SYSTEM 


WE have had occasion to quote two solid paragraphs 
from Raymond Bill, one of the leaders of the National 
Federation of Sales Executives and the recent organizer 
of Business News Service, of which we are a member. 
In this world of ideologies and systems, etc., it is a 
good thing to know that the fundamental urge to pro- 
gress is still an American selling theme. Ray Bill said: 
“We hear much, pro and con, about the profit sys- 
tem, the capitalistic system, the free enterprise system. 
Do we use appropriate definitions? We think history 
will disclose that we really mean the selling system. 
There is only one feature which really distinguishes our 
economy from that of all other countries of the world. 
Many other nations have given state socialization of 
business a greater whirl. Many other countries have 
made much of capitalism and of the profit motive. Many 
[TURN TO PAGE 57, PLEASE] 
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Institutional promotional piece used by 

Lavenson’s in Sacramento. This type of 

advertising stresses the long successful 
history of the shoe store. 


THE story of Lavenson’s in Sacramento, Calif., is that 
of an independently owned shoe store which expanded 
to such an extent that at the present time it operates, 
in addition to the shoe store, a shop for “young- 
minded” customers, no matter what their age. In 1877 
Gus Lavenson established a family shoe store in Sacra- 
mento, carrying men’s, women’s and children’s shoes 
of the best known makes. The original store was located 
on the corner of Sth and J Streets. In 1900 it moved 
to 7th and K Streets and in 1927 to the present loca- 
tion at 1020 K Street. 

Gus Lavensen passed away in 1922. The store is now 
owned and operated by his two daughters. Mrs. Selma 





Shoe Shop Caters to 
The “Youn¢-Minded” 



















Lavenson Schwartz is president and manager; Mrs. 
Claire L. Cannon is vice-president. 

The first step in the expansion of the shee store came 
in 1920 when hosiery was added. Handbags were the 
next addition in 1935, and since that time accessories of 
all kinds including costume jewelry, perfumes, gloves, 
belts, handkerchiefs and gifts of leather have been 
carried. 

Last April a high-grade sportswear and millinery de- 
partment was opened. This gives the customer an 
opportunity to be outfitted completely and entirely on 
one floor. The sportswear carried at Lavenson’s caters 
[TURN TO PACE 67, PLEASE} 
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@ The E. T. Wright & Co. Plant—Rockland, Mass. 


No, those factories don't look alike—but the resources of 
each have been directed toward one goal—that of making 
quality shoes with quality leathers and expert workmanship. 





@ The Green Shoe Mfg. Co. Plani—Boston, Mass. 
The manufacturers — Selby, Wright and Green — have 
incorporated the same basic principles of construction into 
all of their shoes, and together hold the exclusive patents 
on all ARCH PRESERVER features. 


Through their combined efforts of research, men, 
women and children enjoy the immeasurable comfort 
and longer wearability of ARCH PRESERVER SHOES. 


ARCH PRESERVER SHOES 


For Men For Women For Children 
E.T. WRIGHT & CO. SELBY SHOE COMPANY GREEN SHOE MFG. CO. 
Rockland, Mass. Portsmouth, Ohio Boston, Mass. 
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Simmons Named 
N.S. TA. President 


At Chicago Meeting 





HAROLD S. MARPLE 
of Des Moines, lowa, vice-presi- 
dent of N.S.T.A. and president of 
lowa Shoe Travelers’ Association. 


FOLLOWING the closing of the 
National Shoe Fair in Chicago, the 
National Shoe Travelers’ Associa- 
tion held its yearly convention at 
the Morrison Hotel. Fourteen dele- 
gates, each representing one of the 
affliated associations throughout the 
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JERRY C. SIMMONS 


of Dallas, Texas, new president of National 
Shoe Travelers’ Association and past-presi- 
dent of Southwestern Shoe Travelers’ Assn. 





NORMAN SOUTHER 
Chicago, Ill., re-elected secretary 
and treasurer of the National 

Shoe Travelers’ Association. 


nation, were present. After the min- 
utes of the last meeting were read 
and other routine business dis- 
posed of, the annual election was 
held. Elected to the presidency was 
Jerry C. Simmons of Dallas, Texas, 
past-president of the Southwestern 


Shoe Travelers’ Association; vice- 
president, Harold S. Marple, presi- 
dent of the Iowa Association; sec- 
retary and treasurer, Norman N. 
Souther, who has held this position 
with the national association for the 
past several years. These men take 
on their new duties January 1, 1944. 

It was pointed out to the mem- 
bers that 75 per cent of the shoe 
travelers in this country are clas- 
sified as “independent contractors” 
and as such do not come under the 
benefits of the Social Security Act. 
The delegates agreed that one of the 
aims of the national association 
should be to have shoe travelers re- 
classified by the government so that 
they, too, may be able to profit by 
Social Security. 

A resolution was passed protest- 
ing the freezing of salesmen’s com- 
missions which have been based 
upon the earnings of 1942. The 
association expressed as its opinion 
that such freezing not only curtails 
the salesman’s earning power but 
also acts as a deterrent to his am- 
bition. 

[TURN TO PAGE 63, PLEASE] 
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* Look at the counters in your shoes. You've always 
wanted in them two distinctly opposite properties — 
properties not found in any single natural product. 
You’ve wanted counters with a firm side wall to hold the 
style line, and still you’ve expected a flexible top edge 
to withstand constant flexing, without the knife-sharp 
cut of a stiff, unyielding edge. 
Darex Counters give you these two diametrically opposite 
properties, because we built them that way. Two dis- 
tinctly different materials, each selected to do its job, 
are combined to give counters with the rigid side wall 
and comfortable top edge that mean real foot comfort. 
Ask your supplier for shoes with Darex Counters. 


* * * 
DEWEY AND ALMY CHEMICAL COMPANY 
CAMBRIDGE CHICAGO MONTREAL 
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\Q 
couniers 
ENGEL-LEWIS COUNTER CO. 
MERRIMAC, MASSACHUSETTS 


ROCHESTER HEEL CO 
ROCHESTER, NEW YORK 





darex* 


VAN HORNE KAESTNER LEATHER CO. 
MILWAUKEE, WISCONSIN 


CENTRAL COUNTER CO. 
ST. LOUIS, MISSOURI 
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From laboratory to shipping room, precision is the outstanding 
characteristic of American industry. From design through every detail of 
manufacture, precision is the watch word. It is natural that the same high 
standards of precision should extend to the operation and to the main- 
tenance of the machine, in both of which precision oiling plays an 
important part. 
The proper kind and grade of lubricant in the right place at all 
times safeguards every moving part against destructive wear and costly 





replacement. ; 
The useful life of machinery depends on the care it receives— 
especially lubrication care. 


wvmtneeciverr UNITED SHOE 


Ammunition. 
BOSTON, 
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Example of on | 
PRECISION OILING [iGEe gi 


The oiling diagram here shown indicates 





the importance of the correct lubricant in 
the right place — at all times. 


WC Heel Seat Lasting Machine, Model E. 


MACHINERY CORPORATION 


MASSACHUSETTS 
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Demand Steps to Ease Shoe Crisis 


AN official War Production Board press statement re- 
leased through the Office of War Information November 
18, said: 

“Positive and immediate steps towards alleviating the 
critical supply situation now facing the footwear and 
shoe leather trades must be taken through joint govern- 
ment-industry efforts if the serious decline in shoe in- 
ventories is to be checked, members of the Shoe Task 
Force Committee established by the War Production 
Board reported this week to meetings of the Shoe Manu- 
facturers’ Industry Advisory Committee and the Shoe 
Retailers’ Committee. 

“The task force, set up early in October to make a 
comprehensive survey of the entire shoe and leather 
production picture, reported a depletion of inventories 
cross-cutting the entire industry and all-inclusive, cover- 
ing everything from raw leather stock to finished shoes. 

“*The flow of raw stock during the past six months 
has fallen so far short of meeting our requirements that 
the shoe industry today is faced with its most critical 
problems since the outbreak of the war,’ the committee 
reported. 

“Warning that present leather shortages present a 
threat to maintenance of output of rationed footwear, 
the committee urged a balancing of leather consumption 
and production. Sole leather output alone is estimated 
to have fallen more than 25 per cent since the beginning 
of the year, the report declared. 

“*The situation is so serious as to command the com- 
plete and fair attention of all government officials con- 
cerned with the industry’s problems, and unless neces- 
sary action is taken immediately the minimum essential 
needs of the civilian economy for shoes will not be met,’ 
the report states. 

“The committee found that an improved situation is 
in prospect for manufacture of women’s and children’s 
shoes, following a fall in output of more than one-fifth 
during July, compared to an 8-year normal monthly 
average. In August, production of such shoes picked 
up, largely due to WPB assistance, and it is hoped this 
trend will continue, the committee said. 


“To meet essential needs, output of such shoes must 
be at a monthly rate of 750,000 pairs over and above 
July production, it was estimated. 

“The committee also urged greater emphasis on man- 
ufacture of non-leather shoes. It found that adequate 
raw material exists for production of 15 to 20 million 
pairs of canvas vulcanized rubber soled shoes for next 
Summer’s wear—particularly for boys—and said that 
it is now up to the industry to put these shoes in pro- 
duction with facilities available. 

“Continued manufacture of so-called non-rationed 
shoes was also recommended as buffer against demand 
for rationed footwear, and also as a necessary step to- 
wards maintaining production and distribution facilities. 

“Other highlights of the report are: 

“1. All military leather and shoe demands have been 
met. However, the committee suggests reconsideration 
of present distribution of leather stocks in order that 
domestic and other requirements be brought in balance. 

“2. The serious drop in leather supplies derives from 
the decline in the cattle kill. In this connection, the 
committee said that the flow of raw stock during the 
last six months from all sources is failing to meet re- 
quirements by 34 per cent. Satisfaction for existing 
requirements would involve procurement of a total of 
26,000,000 hides during the next 12 months, but present 
expectations indicate a deficiency of 4,600,000 cattle 
hides. The committee pointed out that the paradoxical 
picture of record breaking numbers of cattle against a 
declining slaughter indicates that some alleviation to the 
leather shortage could be effected through an increase 
in the slaughter. For the first eight months of this year, 
there has been a decline of almost 14 per cent in the 
slaughter compared to 1942, the committee said. 

“3. The committee suggested that allocation of leather 
to the shoe repair trade should be reviewed in order 
to determine whether or not too large a proportionate 
share is being reserved for shoe repair requirements. 

“4. There should be an increase in production of 
rubber taps, soles and heels. It is estimated that a 30 
per cent increase is possible with a moderate quantity 
of additional manpower. 
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COLONEL WILLIAM J. CALVERT, OMC. 
Colonel! Calvert has recently assumed command of the 
Boston Quartermaster Depot, procurement center for Army 
footwear. Story on page 85. 





“5. Non-rationed footwear should be subject to the 
same style restrictions as prevail for rationed footwear. 

“6. With a manpower decline from 212,900 in July, 
1942, to 184,200 in July, 1943, in the shoe manufac- 
turing industry, it was felt that both further conserva- 
tion in production and more efficient use of available 
manpower should be effected. 

“7. Pigskin upper leather used successfully in pro- 
duction of shoes should be made available in greater 
quantities to meet existing demands.” 





OPA Amendment on Rubber Footwear 


A WORKER whose dealer is unable to fill his order for 
tationed rubber footwear before his purchase certificate 
expires, may leave the certificate with the dealer and get 
the footwear at a later date, OPA announced in Amend- 
ment 4 to RO-6A. 

Formerly, rationed rubber footwear had to be de- 
livered to the customer within 30 days after the purchase 
certificate was issued to him by his local War Price and 
Rationing Board. However, since dealers’ stocks of 
tubber footwear are often temporarily low, because of 
War-time shipping and manufacturing conditions, some 
Workers may have difficulty getting delivery of their 
footwear within this time limit. For this reason, the 
amendment permits delivery at any time provided an 
order has been placed and the certificate is left with a 








dealer before the end of the 30-day period when it 
expires for consumer use. 

If the worker orders his rubber footwear by mail, 
the postmark may be considered the date on which the 
certificate is left with the dealer. 

To further simplify the rubber footwear rationing 
system, workers are no longer required to endorse rub- 
ber footwear certificates before using them. However, 
members of the trade are still to endorse the certificates 
they receive and manufacturers must now write the date 
of receipt on each certificate before sending it to OPA. 
This date is necessary because under the amcndment a 
supplier is permitted to fill dealers’ orders at any time 
provided the certificates have been received by him or 
postmarked before they expire within the trade, which 
is one year before date of issue. 


Expect Hosiery Price Revision 


BARRING unforeseen obstacles, a revision of the price 
regulation for women’s rayon hosiery will be issued 
before the first of the new year, Reagan P. Connally, 
Director, Consumer Goods Division, Office of Price 
Administration, announced. 

He said that industry representatives who requested 
a postponement will have ample time to present their 
views and data. 

In stating that there will be an appropriate interval 
between issuance of the newly revised regulation and its 
effective date, Mr. Connally said that the revision will 
have no effect on pricing for the Christmas holidays 
this year. 

Following meetings with the industry in October, con- 
siderable progress was made by OPA in revising the 
current measure (Revised Maximum Price Regulation 
339), Mr. Connally said. Rate of this progress was in- 
creased, he added, with the appointment of Robert O. 
Huffman as knit goods and hosiery consultant to OPA. 





The American System 


[CONTINUED FROM PAGE 49] 


others have tried to encourage enterprise—more or less 
free—by diverse methods and policies. But no other 
country has ever operated an economy where such a 
high percentage of the consumer’s dollar goes to main- 
tain the function of distribution and where so high a 
percentage of the Nation’s employables serve on the 
sales and distribution side. 

“Theoretically, of course, our American policy sounds 
like it involves waste—even excessive waste. But do the 
results justify any such conclusion? The only country, 
our country, which pays so many of its gainful workers 
to serve on the distribution side. of business, has out- 
stripped by a very wide margin the rest of the world 
in its ability to do just about everything in the world 
that there is to be done.. This even includes the waging 
of war—and last, but not least—a ma*timum standard 
of living for the masses of its people.” 
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BUSINESS UP IN NEW YORK 


THE general trend in the New York 
area has been upward since Novem- 
ber 1 in men’s, women’s and children’s 
shoe stores and departments. The im- 
provement has not been uniformly 


The demand in women’s shoes con- 
tinues to be for both dressy and tail- 
ored types with a strong interest still 
in opened-up dressy types on high 
heels. There continues to be a call 
for pumps of two types—the open 
back and open toe pump or the closed 
back with open toe pattern and the 
wall last pump. Walking oxfords on 
medium heels, 14/8 to 17/8, are sell- 
ing well, especially in stores which 
specialize in this type. 

Suedes continue strong in most 
stores, although one Fifth avenue shoe 
store reports that they “have not been 
up to-expectations.” They are selling 
in both dressy and walking types. 
Calfskins are being bonght in tailored 
types and by customers who already 
have their suede shoes. Alligators 
continue to be popular. As the supply 
of alligator becomes scarce, lizards 
are selling more freely. These are 
bought as a dressy shoe in opened-up 
pump patterns, according to mer- 
chants who are doing good business 
in them. The medium heel tie, sim- 
ply detailed but feminine and dressy 
enough for most daytime occasions, is 
another pattern that sells in lizard. 
Alligator calf is also selling well, 
along with the genuine reptiles. One _ 
store reports good business in two al- 
ligator calf oxfords, one in a mud- 
guard pattern with open toe on a 
14/8 heel and the other with a closed 
toe on a 17/8 heel. Early Spring 
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models in calfskin, patent leather and 
gabardine are included in a few shoes 
in most stores’ stocks at this time. 
Men’s stores and departments have 
shown improved business this past 
month. When they can’t get pre-war 
patterns, they do like the women, shop 


cepted from necessity, but one store 
with a large “teen-age trade reports 
that the fifteen and sixteen-year-olds 
do not like the looks of this sole and 
are not buying it. 

Business in children’s stores and de- 
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day Thorpe in New York featured 

“Ebony Suedes" dramatically in this 

interesting presentation. Shoes for 
various occasions were shown. 


—— 


partments seems to depend somewhat 
on the section of the city and the kind 
of trade. One Fifth Avenue store 
reports “terrific” business for the first 
two weeks in November. Another store 
with a prosperous business and well- 
to-do customers, but located in a dif- 


of business in their children’s depart- 
ments right now report that there is 
a demand for everything. Shoes, slip- 
pers and ice skates are all selling. As 
a substitute for gym shoes, one quality 
store is buying the new canvas shoes 
with scrap soles, partly of rubber. 
The scarcity of infants’ and children’s 
shoes and of rubber footwear is being 
felt by many stores. 


+ * 7 


SAN FRANCISCO SHOE 
SALES UP 


SAN FRANCISCO stores are reflect” 
ing the Christmas spirit and crowds 
are surging through them at all hours. 
The housewife who used to do her 
shopping in the morning, when crowds 
were not so great and transportation 
facilities were better, now finds that 
no matter when she comes downtown 
the crowd is ahead of her. Shortages 
of store help and limitation of deliy- 
ery services render it necessary for 
most shoppers to wait until their 
packages are wrapped and to carty 
them home. Shoe stores save all shoe 
boxes for reuse, and dainty packing. 
and use of tissue paper are almost 4 
thing of the past. 

In spite of these conditions busi- 
ness activity in San Francisco turned 
up sharply from the Summer plateau. 
The index figure at 173.3 was 5.9 per 
cent above August for September 
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sales, and this was 16.8 per cent above 
last September. The nine months’ 
cumulative figure was 23.4 per cent 
above last year. In the three years 
from 1940 to 1943 San Francisco 
area had an increase in population 
of over 250,000, exceeded only by 
Washington, D. C., this increase was 
made up of working people who were 
making more money than ever before 
and were willing to spend it for goods, 
if they were available. 

The wartime dimout has been lifted, 
and neon and other signs are blazing 
again, though not in as great pro- 
fusion as before, because of power 
shortages and replacements. Christ- 


mas decorations and window displays 


are appearing in the big department 


ie 


stores, but owing to labor shortages 
and wartime conditions no plans are 
being made to keep stores open at 
night during the holiday season. 

A window shopping tour of down- 
town San Francisco shows that a 
large proportion of shoe store win- 
dows are devoted exclusively to non- 
rationed shoes. The White House 
devoted a full window to showing 
non-rationed casual shoes in bright 
spirit-sparkling colors.. There were 
shoes to rest the feet after a hard 
day; to wear ip the garden or to 
the grocer. Colors are red, green, 
black, white, tan, brown and blue, 
mostly of fabric with wooden soles 
or composition soles, and open toe. 
Some were wrap-around braid. Other 
stores which devoted full window dis- 
plays to non-rationed shoes included 
Chandler on Geary Street, Sommer & 
Kaufmann, Leed’s, Gallenkamp and 
the Emporium, on Market Street. 
About the only color shown in shoe 
displays was in the casual shoes, while 
stores featuring the better class of 
goods devoted their windows to black 
suede, with open toes, or dark brown 
for street wear. Frank More, on Geary 
Street, had an attractive display of 
jeweled footwear in black with open 
toes and large rhinestone buckles to 
enrich them. I. Miller, C. H. Baker 
and other Geary Street stores also 
featured black suede shoes in expen- 
sive makes. 
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Sling pumps on three heel heights 

were combined with closed toes in the 

shoes shown in this ad by the |. Miller, 
Washington, store. 





Although platform shoes were ruled 
out some time ago, some San Fran- 
cisco stores are featuring a new mock 
platform shoe. “They have the same 
springy cushions, the same soft rest- 
ing places for the feet, but with dif- 
ferent construction. They are made 
with one continuous piece of leather 
forming the shoe top and the platform 
covering is built inside the shoe, which 
the law allows. 

Because the nation’s stock of ath- 
letic shoes is virtually depleted, school 
authorities have found it necessary to 
modify their requirements that school 
children have this equipment. Fran- 
cis Carroll, district director of the 
OPA, said that the War Production 
Board stopped manufacture of athlet- 
ic shoes in March of 1942 and the 
existing supplies are now almost 
exhausted. Since the climate of 
California permits outdoor activities 
to continue throughout the year the 
school children use a larger propor- 
tion of sports footwear than elsewhere 
in the country. 

When Prince Faisal and Prince 
Khalid, first members of the Abrabian 
royal family to visit the United States, 
were in San Francisco, they spent con- 
siderable time shopping and bought a 
number of pairs of shoes, the points 
for which had to be dug up by the 
employes of the California Arabian 
Standard Oil Company, in which they 
are interested. 


DETROIT SHOE BUSIN 
STEADIES 


STABILIZATION of business con 
tions to a considerable extent igs 
outstanding trait of Detroit shoe tr 
today, compared with the general gq 
certainty of even a month ago. 
of the influence for a steadier t 
of trade is attributed to the annoz 
ments of indefinite extension on ie # 
old ration stamp, and a general ree ) 
ization, backed to a small extent few 
sane shoe advertising, that ratio ; 
will deal as fairly as possible 
potential customers. | 
Volume of trade remains relative ® 
high, particularly in proportion te | 
two essential factors of available stg 
and help; both are seriously 
here. Merchants in Detroit gen 
agree that the inequitable distrib 
of shoes to this territory has 
largely ironed out, and that 7 
amounts shipped here are 
proportionate to the increase in 
ulation, contrary to conditions 
threatened a local famine not 
months ago. _ 
Demand fer children’s shoes” 
heartbreaking to many merchaill 
with stocks in this department gt 
ly depleted. The demand is apparel 
ly sincere, coming in most instances 
from families obviously at the lower 
end of the economic scale, and not 
from those who sought: to buy unneces 
sarily. Demand for extra rations for 
children has been relatively sligh 
here, inasmuch as the family pod 


; 
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system of rationing coupons has bees 
working fairly, but the available 
stocks of children’s sizes are far to 
small in all stores to meet the red 
demand. 

Under these conditions, stores a 
generally letting down on promoti 
activities. Advertising continues 
dwindle, and may approach the va 
ishing point. Special sales, exce 
for “odds and ends,” are seldom 
Some of the main street stores 
a price line policy have been doing 
good job of window promotion, 
by some semblance of bulk display 
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THE LUXURY 
OF FINE 


LEATHER 


What is quite so luxurious to the eye and to the touch, as smooth, supple, 
soltly-sleaming calf leather? A\nd what is of greater utility, in an industry 
constantly striving to create beauty, fashion and usefulness in such essentials as. 
shoes and handbags? ‘ae Luxurious Rosebay Willow Calf is the result of 
carelul selection of choice skins, and many years experience in the art of tanning 


AMERICAN HIDE AND LEATHER CO 


BOSTON, MASSACHUSETTS 
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a are serving ably to break down the 
. a fear of a serious shoe shortage. 
| An interesting trend away from the 
downtown stores to neighborhood pa- 
4 tronage is reported, but it is too vague 
h to evaluate as yet. There are more 
modern neighborhood stores in the 
city than ever before, and few have 
gone out of business under rationing, 
contrary to the condition for the year 
prior to rationing. These stores are 
baht getting trade, particularly in major 
: neighborhood shopping centers, while 
; oo! the downtown stores have really lost 
H little in total volume because of the 
over-all increase in population. 
“Christmas trade” appears to be 
r- slight in shoes, but many leading 
i stores are going into unaccustomed 
accessory or other lines to build vol- 
ume for gifts in available lines of 
merchandise. 





* * * 


ST. PAUL STORES 
STRESS COMFORT 


Wirn the approach of Winter when 
more walking will be necessary than 











in former months, shoe stores in Saint 
Paul have been stressing foot comfort 
in the shoes they are showing. While 
dress shoes are displayed, the accent 
is on the style which gives the great- 
est comfort for the busy person who 
must be on her feet for a large part 
of the day. 

Field-Schlick, department store. has 
been showing russet calf oxfords, with 
walled and rounded toes which are 
characterized as “super-comforting.” 
In advertising this style, the store 
makes note that those wearing it will 
be “willing to walk.” The store also 
uses shadow boxes at the entrance 
of the department to display shoes 
with special emphasis. These are on 
a main traffic lane, where they come 
under the notice of a large number of 
persons. 

Schuneman’s smart shoe section has 
been featuring styles made up in 
hand-selected leathers, stressing walk- 
ing comfort. “You'll walk long and 
well,” says an advertisement which 
shows several excellent walking styles, 





with round and square toes. Expert 
craftsmanship is the feature of these 
shoes. With the comfort that is 
stressed, Schuneman’s remembers 
quality, which “is best for the long 
walk ahead,” and styles “which are as 
good tomorrow as they are today.” It 
is noted in selling these shoes that the 
leather of which they are made takes 
a fine shine, so that they can be kept 
in fresh, new-looking condition easily. 

Newman’s have been featuring a 
moccasin type shoe which they de- 
scribe as one of the most popular 
shoes that they have had. It is made 
up in Army Russet, and “will spur 
you when you are busiest on your 
feet.” Newman’s has also been fea- 
turing another comfort shoe which 
has as a distinctive feature a patented 
construction, which, according to the 
store,” makes walking again as joyous 
as in childhood days.” An excellent 
response to this shoe is reported. 

The Golden Rule has been offering 
ration-free play shoes, with rope soles, 
tied or strapped about the ankles. 
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Blum‘s in Philadelphia featured pumps 
with buckles to change their appear- 


ance for duble duty wear. 


“Footloose and fancy free,” reads ap 
advertisement stressing this style, “So 
feel gay and lighthearted when you 
quicken your step in these play shoes 
both sturdy and smart.” 

Maurice L. Rothschild has beep 
featuring a shoe which has a special 
arch construction, tending to reduce 
fatigue. Both the heel and the arch 
are fitted carefully to give both com 
fort and style. It is offered in both 
black kid or tan calf. The Rothschild 





women’s shoe store is on the second 
floor adjoining the women’s dress and 
suit department, making it easy for 
women, after purchasing dress or suit, 
to complete their costumes with a 
shoe purchase on the same floor. Roth- 
schild has also been showing a soft, 
graceful, black suede pump of quality 
and much style. 

In the, men’s shoe section on the 
street floor, Rothschild continually 
features officers’ shoes for Army and 
Navy which are of the finest quality. 
These are offered for style, long wear 
and extreme comfort. These officers’ 
shoes find excellent sale at this store 
because the clothing section has a 
uniform department for officers which 
is well patronized. Completion of the 
uniform with fine shoes is a natural 
follow-up. The shoe section plays up 
to this by having a large line in either 
black or brown leathers. 

The Freeman Shoe Stores, of Saint 
Paul and Minneapolis are featuring 
a new jodhpur lace officer's dress 
model, stressed for strenuous wat- 
time service. This shoe has a seam 
less boot front, and is made up im 
russet calfskin with leather soles. A 
bootfront oxford is another style that 
is popular at Freeman’s. These are 
stressed for comfort with the headline 
in advertising, “Comfort is the Style.” 
Customers are recommended to fol- 
low the example of military men and 
commission their feet for action in 
these “easy-going” shoes. 

Bannon’s is featuring a comfort 
oxford cut on lines similar to nurses’ 
shoes for extra walking comfort. A 
brown walking shoe has had good 

[CONTINUED FROM PACE 74] 
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Trends and Treatments 
In Mid-Season Displays 
[CONTINUED FROM PAGE 43] 


other things for miles to give an authen- 
| tic touch to a display while the small 
town store sends to the city for arti- 
ficial decorations. Odd isn’t it? 
reads an Another aspect that cannot escape 
style, “So (notice is that many chain stores con- 
when you | sistently prefer what might be termed 
lay shoes '“shotgun” displays. They go in for 
\yivid color splashes and other ideas de- 
has hem igned to catch the eye but which have 
fttle connection with shoes except that 


a special y are seasonal. And usually they are | 
fo reduce allowed to remain in for some time | 
the arch without change. Probably works all | 


oth com. ‘right because these stores usually lo- 
| in both /eate to catch transient trade. It might, 
/ however, be easier to see the shoes if 


othschite ' the displays were not so spotty, if, per- 
—) haps, the shoes were grouped a little 
Ss) \more, to make selection easier. 

“Miles uses straight-hanging dark 
ys green drapes on which appear framed 
Yi posters to set off a neutral wall on each 
\ side of a large mirror, before which is 

set a large bouquet of Fall flowers. 
> second Full figures are used in the windows, 
ress and and elevation is given to shoes at the 


pasy for back of the window with neutral “book- 
casé’ shelves. A. S. Beck has large 


: or sui 
with 7 clusters of Fall leaves and chrysanthe- 
r. Roth- mums to set off a neutral tan back- 
x f ground; the floor being bright yellow 
| & colt, with a vivid red orange silk strip run- 
quality ning through the entire length of the 
window floor. Very bright, but a little 
on the dificult on the eyes. Wise does one 
tinually window in black and white, with black 
my and and white leaves, and black and white 
quality. plumes edging a big mirror. White 
s wee frames hold enlarged photos of fashion 
, figures. Here the floor is neutral, and 
officers made up in two levels, the second less 
is store than a foot above the main floor and 
has a beginning about 18 inches back from 
; which the window front. Showed shoes to ad- 


of the vantage. 
The Footsaver store had back drapes 


natural 
ays up of red velveteen to set off a large photo- 
edie gtaph of a woman in a fur coat, which 
Was set in a beveled white frame. Floor 
. was beige. Chrysanthemums gave Fall 
Saint atmosphere. 
turing 
dress 


wal- Simmons N.S.T.A. President 





=i [CONTINUED FROM PAGE 52] 
ss. A The treasurer’s report informed the 
e that delegates that the national association 
ome has paid all its past indebtedness, 
sdline much of which had been incurred prior 
tyle.” to 1943 and that it is now out of the 
fol Ted for the first time in many years 
» 1 and with a substantial amount of cash 
i and on hand. 
nm in A resolution was also passed giving 
due recognition to the excellent pub- 
nfort lieity given to association news by trade 
rees’ journals, notably Boor & SHOE RE- 
geod After a vote of thanks tendered the 





‘Ttiring officers, the convention was ad- 
ed. 
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... to the enthusiastic praise of Health Spot Shoes, in 
this letter from a Chiropodist who recommends them: 
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The many letters of this kind in our files indicate that a con- 
stantly growing number of doctors are learning to appreciate 
the advantages of Health Spot Shoes for their patients and 


of excellent value for their own use. 


ATTENTION: ORTHOPEDIC SHOE FITTERS 
There never was a better opportunity for good shoe men who 


sense their responsibility to shoe wearers and are anxious to 
do a better job for those who need correct shoes. Today there 
are many desirable positions in retail shoe stores, due to men 
leaving for the service, that are worth investigating. If you are 
interested in making a change where you will have a better 
opportunity to do a real service for your customers, we may 
be able to help you. Write for application. 


Muscbeck Shee Company 


MANUFACTURERS OF THE MOST COMPLETE LINE OF CORRECTIVE, 
SHOES IN AMERICA FOR MER, WOMEN AND CHILDREN 
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CHICAGO manufacturers expressed themselves as par- 
ticularly gratified with the buyer attendance at last 
month’s National Shoe Fair at the Morrison Hotel. 
Several commented that in spite of the fact that most 
buyers well knew that practically no merchandise was 
available, they found an opportunity for an exchange of 
views that proved mutually beneficial. These manufac- 
turers said that retailers are increasingly more coopera- 
tive, increasingly more understanding of the makers’ 
problems and that almost all dealers have come to a 
realization of the fact that lack of deliveries is not a 
temperamental and wilful whim on the part of the fac- 
tories. All are well aware of the fact that a tight sit- 
uation exists in the leather field and that every reputable 
house is straining its utmost to give its outlets a rea- 
sonable quota. As one man aptly put it: “There were 
those who came to censure but remained to praise.” 

That civilians should be content that there are avail- 
able substitutes for sole leather is the opinion of one of 
the important houses in the mid-west area. A spokes- 
man for this house comments that there definitely will 
be no suffering on the part of civilians for footwear, 
but, he said, they had better begin to accept synthetics 
since the dearth of sole leather will doubtless continue 
for at least six months more. Consumer acceptance of 
synthetics, especially among men, has been slow, but 
there is now a slowly growing favor being accorded 
them. This same man says that in his opinion the 
present shoe situation will continue well into 1944. 

In spite of the recent increase in shipments of cattle 
to the slaughter houses, there will be no improvement 
in the leather situation for another four months at least, 
and even then it is problematical, since by Spring, 1944, 
there may be increased government allocation for the 
armed forces, for lend-lease, etc. Although there has 
been as yet no government directive stating that only 
two shoe coupons will be issued yearly, this house be- 
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lieves that the six months’ period will continue indefi- 
nitely. 

A condition which many manufacturers suspected 
was verified by most buyers attending the shoe show. 
This is that moderately priced shoes—i.e., those in the 
neighborhood of $6—are reasonably plentiful, whereas 
a definite scarcity exists in the higher brackets. Because 
of rationing, and also because of easier money, a large 
part of the public has been “trading up.” An important 
manufacturer here suggests that merchants should en- 
deavor to “ration their selling.” Clarifying this, he 
says: “If a retailer sees a customer wearing $5 shoes, 
he should endeavor to sell him a shoe of this same price 
classification rather than to sell a high-priced one. The 
more expensive shoe is practically irreplaceable in his 
shelves, while in the lower range the dealer doubtless 
has considerable variety to offer. Retailers have now 
experienced almost a year of rationing. In that year 
they should have learned to know approximately what 
amount of business to expect; they know approximately 
what their taxes will be. Therefore they should ration 
their own selling, conserve their stocks as much as 
possible, and thereby achieve a certain balance. 

That the shoe and leather picture will remain dark 
until well into the coming Spring seems to be the con- 
sensus of opinion in shoe houses in this area. With 
cattle having been kept longer on the hoof than other 
years, with the tanning of sole leather requiring four 
months, and upper leathers two months, the shoe indus- 
try only begins to reflect cattle movement after four to 
six months. 

Although there is some importation of leather from 
South America, there is not enough to really affect the 
overall situation. For instance: recent official figures 
showed that in normal times U. S. importation of hides 
was approximately 700,000 hides per month. During 
[TURN TO PAGE 66, PLEASE] 
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Sells Service and 
Builds for Tomorrow 


hich fit into their regular merchandis- 

order. “Price goods” have no place 
jn the store of a fellow trying to be of 
eal service to his community. What- 
eer lines are added must be of as good 
merchandising value as anyone can 
gfer. It boils down to this, if a man 
cannot get the kind of shoes he likes 
to sell, he must fill in with other re- 


pecause they bear the name of shoes. 

Phillips at first thought he was play- 
ing in hard luck five years ago. Now, 
as he looks back, he realizes he was just 
amighty poor business man. His sud- 


to cut his buying to the bone, in order 
to clean house of the odds and ends he 
was constantly accumulating. When the 
house was clean, buying was resumed, 
but only with a few houses making 
recognized brands. 


ferent proposition. Instead of the usual 
mall store way of buying a pair of a 
sme on as many lines as_ possible, 
Phillips figured out what percentage 
d his total sales were sold on each in- 
dividual fitting size. Then he bought 
to that master chart in the exact pro- 
portion of what the store would sell 
over the period. One other change was 
the elimination of the practice of buv- 
ing this shoe for Mrs. Smith and that 
sze for Mrs. Jones. Buying is now 
done for hundreds of Mrs. Smiths and 
hundreds of Mrs. Joneses. “Heart- 
size” buying is the real salvation of 
the clean, active stock of this North 
Hollywood store, even if it does mean 
forgetting the hard-to-fit and concen- 
trating on the sure-selling great num- 


iated things, rather than buy junk just | 


den change in outlook caused him first | 


Buying then became an entirely dif- | 
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ber of people who wear the middle 
sizes. 


Por several months the Phillips store 
has been closed all day on Mondays, as 
isthe one other privately-owned shoe 
sore in North Hollywood. Originally 
the idea was to conserve the stock, as 
well as to have a double holiday. Now 
Mondays are spent in giving the Los 
Angeles area shoe factories and local 
representatives a weekly visit to 

%e what good goods can be scared up. 
Buying, in the past few years, has 

confined to concerns in which he 





tas the utmost confidence. Two years 


Manufactured by BOYD-WELSH INC. 
Missouri 


St. Louis 
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on the advice of the well-informed 
oa man who brought order to his 


shoe selection in today’s merchandising 












tore, Phillips fortified his stock, as 
foresaw a shoe shortage coming. 

Summing up his experience, Mr. 
Phillips told Boor AND SHOE RECORDER: 
retailing is now at the point 

we have to accommodate the shoe 
Wants of the community to the re- 
Surces of our stocks. Now it is a case 
of waiting for some customer to come 
Mfor a shoe which we have, rather 
tan for us to present a full array of 
lerchandise to excite their buying 





F ize is the most important factor in 


5% ber |, 1943 


scheme of things. Under shoe shortages 
and rationing, a customer who has full 
confidence in his shoeman, a confidence 
gained by scrupulous, painstaking ser- 
vice, will buy any shoe which this shoe- 
man says is right.” 





The Irrational Shop Grows Up 


[CONTINUED FROM PAGE 37] 


has used all of her shoe coupons knows 
that she can come to one central spot 
in the store where ration coupons are 
not needed when she wishes to supple- 


ment her existing footwear wardrobe. 

Attractively decorated in red and 
cream tones, far from being a step- 
child of the rationing program, the 
Irrational Shop is now as complete and 
organized a department as any other in 
the store. Although carrying out the 
same “irrational” type of decor without 
going to extremes, this department is 
definitely a product of rational think- 
ing. In addition to footwear, acces- 
sories such as hosiery and handbags 
that would naturally team up with 
non-rationed shoes, are shown, and a 
hat bar is also located conveniently in 
the same department. 
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[CONTINUED FROM PAGE 64] 


last August only 80,000 hides were imported, mostly 
from the Argentine. Thus‘ only about 11 per cent of the 
normal intake came in during that period. Obviously 
so small an amount cannot make much of a difference 
in a country whose demands and needs are as great as 
they are here. Importation of hides from the Argentine 
to England is considerably greater than is ours. How- 
ever, this is partially explained by the fact that England 
must import all her leathers, whereas we produce the 
bulk of our own. 

Tanners here are working on 70 per cent of their last 
year’s figures, their government-allowed quota. They 
say they anticipate no change in the leather situation for 
the next 90 days, which is more optimistic than the 
manufacturers’ prophecy of “four to six months.” 


* . 7 


fE0sTOWw 


MOVES on several fronts have given rise to hopes that 
the shoe industry is to receive at least some of the help 
it needs in solving current problems related to supplies 


of materials and labor. 


Of these moves, one of the most important has been 
taken by the Boston office of the Smaller War Plants 
Corporation which is currently engaged in a survey 
designed to determine minimum requirements for those 
-manufacturers engaged in making children’s shoes. At 
the request of the Office of Civilian Requirements, this 
agency is asking the makers of juvenile footwear of all 
kinds what they will need in the way of materials to 
increase production from its present low level to be- 
tween 80 and 90 per cent of the production level 
achieved during 1941. When this information has been 
collected and studied, it is expected that the results will 
be presented by the OCR to the War Production Board 
with a request that sufficient material be released. 

On the manpower front there have been two develop- 
ments in addition to a strike in Peabody, center of the 
tanning industry here in New England. First of the two 
developments has been reported by the New England 
Shoe and Leather Association, which has been success- 
ful in attempts to persuade the War Manpower Com- 
mission that the industry cannot immediately comply 
with a recent ruling that any industry, to be considered 
essential, must be devoting 75 per cent of its capacity to 
products which are obviously essential. The effective 
date of this ruling has been postponed until March 1. 

Prior to the issuance of this ruling, the shoe industry 
had been operating under another ruling, dated May 
17, 1943, which defined as essential, any shoe factory 
making more than 51 per cent of rationed shoes. As a 
result of action taken by the Association, the War Man- 
power Commission has agreed that, in the shoe indus- 
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try, and for the time being, factories, in order to be 
classified as essential, must be engaged in essential work 
at least up to 60 per cent of capacity. In detailing the 
events which led up to this revision, Maxwell Field 
executive secretary of NESLA, pointed out recently that 
“when our association learned several weeks ago of the 
forthcoming regulation which would require a minj. 
mum production of 75 per cent of essential products 
for any factory to be listed as essential, the disastrous 
effects of such a regulation, without prior notice and 
in direct contradiction to the earlier ruling received by 
our association, was presented to the proper officials 
They agreed with us that special treatment for the 
industry was warranted and worked out the plan out 
lined above, during: which five-month period the shoe 
industry would be in position to adjust its production 
schedules so as to conform to the 75 per cent require. 
ment on and after next March 1.” 

On the labor front, the United Shoe Workers of 
America, CIO, are preparing to ask for an advance in 
wages when new contracts are negotiated with manv- 
facturers. Presen® contracts expire December 31. In. 
cluded in their demands between now and then will be 
an extension of the principle of paid vacations—now 
accepted by many factories—holiday pay, report pay 
and an increase in the hourly rate sufficient to equalize 
wages throughout the New England territory. Union 
officials, pointing out that wage rates now differ in dif- 
ferent communities, argue that the type of shoe made, 
rather than the location of the factory, should be the 
determining factor. 

Shoe production in the three New England shoe states 
continues to show a slow decrease, according to an 
analysis prepared by the New England Shoe and Leather 
Association, based on reports of the U. S. Bureau of 
the Census. September production of 12,268,564 pairs, 
represented a decrease of three per cent from production 
during September, 1942. Massachusetts gained one per 
cent, but New Hampshire and Maine reported decreases 
of 10 and five per cent, respectively. Figures covering 
the nine-month period—January to September inclu 
sive—show an even greater decrease. Total production 
was 114,584,749 pairs, a decrease from 1942 of 11 per 
cent for the period. By states, the decreases were Mas- 
sachusetts, 9 per cent; New Hampshire, 14 per cent; 
and Maine, 13 per cent. 

Manufacturers are currently booking orders for de- 
livery all the way from two months to seven. Many of 
them, also, are trying to increase their allotments to 
small, independent dealers, even though it means cutting 
down their allotments to the larger stores. Buyers, in 
the market for play shoes, had an acute attack of lost 
confidence recently when the peace “scare” developed 
in the New York stock market. Since then, however, 
they have recovered and orders are being placed as 
usual. [TURN TO PAGE 68, PLEASE] 
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Six Point Fitting Plan 


[CONTINUED FROM PAGE 35] 


be right, and a clinical record is made | 


for reference in the future. 

“Shoes are built for us for children 
gnder our own name,” said Mr. Moore. 
“There is proof that they are right in 
the fact that parents come back for 


them year after year for their chil- | 


dren—and they get their own shoes 


“That does not end the transaction. 
We ask children to come back after 
they have worn the shoes for a week, 
and if any further adjustment is needed 
at that time, it is made. 

“There will be a great field for re- 
tailers who are prepared to provide 
corrective shoes for children after the 
war—a field which is unlimited in its 
possibilities, for parents are often 
more concerned in saving their children 
from foot troubles than themselves. 


“The chief necessity is to be able to 
fit—to get the right shoe for the foot. | 


We carry a large variety of sizes and 
are prepared to make adjustments in 


them when needed. Sizes range from | 
those who are just beginning to walk 


to growing girls. 
“We do not get all the shoes we need 


now although we get our proportionate 


share. After victory we will be pre- 
pared to do a better job for a larger 
number.” 


Boston Stores Sell 
Variety of Items 
Boston, Mass.—Retail stores here, 


undeterred by late deliveries, have been | 


offering for sale during the last part 
of November shoes which normally 


would have been received and sold dur- | 


ing early Fail. Certainly at least some 
of them— particularly the open-toed 
variety—are anything but suitable for 
the Winter weather ahead, and the 
eagerness with which they are being 
bought is interpreted here as an indi- 
tation of the public’s belief that foot- 
wear should be bought when available, 
in season or out. 


the stores business lost during Septem- 


Christmas shopping also has started 
early and is spreading even to the shoe 


store a good two weeks ahead of sched- | 


tle. The demand, of course, is for 
slippers of all kinds—for men, women 
and children—rationed or non-rationed. 
All-leather men’s slippers with hard 
Soles are very popular, and few stores 
have as many as they need to meet the 
demand. The most popular type for 
Women and children is made with pad- 
_ soles, Play shoes continue to sell 


A Christmas, 1943 item which never 
before has been considered suitable as 
& gift, is rubbers. While a long wet 
spell undoubtedly has been the cause of 
much of the demand for protective foot- 
Wear, there are merchants who report 
that customers are asking whether they 
tan be gift wrapped, indicating their 
Use as presents. 


December 1, 1943 
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it is having the result of returning to | 
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Shoe Shop Caters 
To the Young Minded 


[CONTINUED FROM PAGE 50] 


to the sophisticated matron as space 
is limited. 

To take care of younger customers 
and customers whose tastes were 
young, Lavenson’s opened a Deb Shop 
which is located a block away from the 
Lavenson store in a building owned by 
the Lavenson estate. In this Deb Shop 
is carried apparel of all sorts from play 
clothes to formal attire. Sizes run 
from 9 to 18, but in models which are 
suitable for adults as well as teen- 


agers. Most of the lines are exclusive 
and have appeal because they are dif- 
ferent. 

The Deb Shop is decorated along 
simple lines with the apparel in view 
under long lime awnings. A native 
California note is developed through- 
out the store with gay chintz chair cov- 
erings, cupboards and tie-back curtains. 
Bright red geraniums give contrast, 
color and informality. A balcony is 
planned for beach and play clothes for 
next Summer. As Mrs. Schwartz puts 
it, the Deb Shop “is the only inde- 
pendent shop of its kind catering in 
all its merchandise to the young- 
minded.” 
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SH locus 


“CAUTION” is the word leaders among the St. Louis 
Shoe men are using and stressing today in their con- 
tacts with merchants. As sole leather continues to be- 
come more scarce, and as we march farther down the 
road of shoe rationing, it becomes apparent that non- 
rationed shoes are gaining in importance. Many a 
dealer is switching a goodly portion of his merchandise 
investment to this field and is experiencing a healthy 
business. 

Chain operators frankly admit that non-rationed shoes 
have proved to be life savers. Department stores went 
into them more strongly this Fall and expect to do a 
heavy volume on them through the Winter and next 
Spring. Yet, every shoe man of experience admits he’s 
gambling against the possibility of having to take a 
heavy markdown on them. The attitude at present is: 
“All right, so what? I'll take the loss on the last pur- 
chase.” 

Representatives of the St. Louis market who went 
to the War Conference at Chicago early in November, 
came home with the distinct feeling that aside from the 
value of the personal contacts with their accounts and 


friends in the trade, they might just as well have stayed 
at home. Buyers at the show found no extra pairage. 
Orders booked at that time were against the season’s 
quotas. 


Manufacturers here now report bookings up through 
March. Salesmen in most instances were given quotas 
only for that period, but many are reported to have 
taken sizes for the balance of the six months run in 
order to save the cost of a second trip. This practice is 
frowned upon by some manufacturers. In fact, the 
whole subject of the shoe traveler and the effect of this 
war-time sellers’ market upon his ability and morale is 
of considerable concern to many of this market’s sales- 
managers. The larger houses here pay their men’s travel 
expenses and thus have a check on the contacts made 
by them. But the specialty houses,let their men pay 
their own expenses, so don’t exercise quite as much con- 
trol over their contacts. The big question in the minds 
of management is whether or not the salesman of today 
will be able to do an effective job under the highly com- 
petitive conditions of a buyers’ market after the war. 

Stylists here are watching carefully the popularity of 
the baby doll last. Many see in it a significant change 
in consumer demand. Some say it reflects a swing to 
the wider tread in women’s light sole high style shoes. 
Others ‘see in it a vehicle by which a woman can put 
emphasis upon femininity, as a contrast to the masculine 
influence in the war time service types of shoes and 


uniforms. On orders placed for delivery in December 
and up through March it is one of the biggest sellers. 
Labor situation recently has come to the forefront 
with new complications, though increases of from 5 to 
614% in wages were granted during the past few 
months. It is understood that due to recent government 
rulings the base pay of any factory in an essential in- 
dustry cannot be less than 50c an hour, that those 
factories refusing to establish this base pay rate, must 
forfeit the advantages of being classified as essential. 
Up until the time the shoe industry was declared es- 
sential, it was losing its help at a rapid pace to war 
plants; turnover of labor was high. Under the essen. 
tial classification a shoe worker must have a letter of 
availability from his employer in case he decides to 
quit and go into other work. The employer can refuse 
to give such a letter. In such an event, the worker then 
cannot accept new employment within a sixty day pe- 
riod. This arrangement has had a highly stabilizing 
effect. All shoe manufacturers have been happy over it. 
But now comes a new complication in connection 
with non-rationed shoe production. It is understood 
that to remain in the “essential” classification, at least 
40% of a factory’s production must be on rationed 
shoes, it is rumored that this figure will be pushed up 
to 75% by next March. Hence a factory that is forced 
to switch to non-rationed footwear due to lack of sole 
leather may at the same time be forced to forfeit the 
advantages of operating under the “essential” industry 
classification, and thus find it hard to hold its help. 


Wliur Gorse 


MANUFACTURERS in this area are facing the same 
crucial situation as shoe manufacturers throughout the 
country. Upper leather is increasingly difficult to get 
and the sole leather situation is “no situation,” as one 
manufacturer expressed it because the supply is almost 
at the vanishing point at the present time. In this par- 
ticular factory, where the heaviest weights permitted 
under war restrictions, are used in women’s quality 
shoes, work is stopped and the factory shut down for 
short intervals in order to spread out production and 
the available supply of sole material. Another pro- 
ducer of women’s slippers and sandals, who uses a small 
quantity of the heavier weights, reports just enough 
sole leather to meet their quotas. Still-a third manu- 
facturer of quality style shoes for women says that the 
plastic soles which he is able to get are “saving his 
life.” Several leading makers of children’s shoes re- 
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port that the inner sole situation is their greatest diffi- 
culty at present. They have found no saisfactory sub- 
stitute for leather for inner soles in children’s shoes and 
this leather is scarce. One children’s factory is using 
more reclaimed rubber and chrome tanned outer soles 
now. 

Factories are meeting shortages in upper leathers as 
best they can by spreading their production among a 
variety of leathers. Makers of women’s shoes at this 
time are cutting calfskins and all the patent leather they 
can lay their hands on and that their quotas will per- 
mit them to buy. Manufacturers who did not make 
many patent leather shoes last year are at a special 
disadvantage because they are allocated an amount of 
patent leather based on last year’s purchases. However, 
every one making women’s shoes in the New York area 
is making as many patent leather shoes as possible in 
order to supplement other scarce leathers, as well as 
to deliver as big a supply of patent leathers as can be 
managed under present restrictions. Some makers of 
children’s shoes in this area have given up making 
patent leather for the present. 

Another type of leather for which there is a strong 
demand and a very limited supply is the reptile family. 
Manufacturers who formerly used only genuine alli- 
gators are now putting simulated alligators into their 
lower price shoes. One such factory, almost exclusively 
devoted to making reptile shoes, is now planning to use 
patent leather, calfskin and suedes for Spring. The 
factories that are cutting white shoes for resort busi- 
ness now are using kidskins, especially in suedes and 
crushed surfaces. Most factories are too busy now 
working on black and brown to make white shoes. 

The most popular patterns in women’s dressier shoes 
are the d’Orsay pump, the anklet sandal and the sling 
pump. Untrimmed shoes are becoming popular as a 
change from bows, rosettes, etc. Heel heights, except 
on casual and walking shoes, are selling best in the 
range from 18/8 to 21/8. One manufacturer of style 
shoes estimates that 60 per cent of his shoes are made 
on the 18/8 heel. Even his d’Orsay pump, formerly 
made on the 21/8 heel, is selling better on the 18/8 
height. 


PENT-UP: buying demand is expected to maintain a 
steady quest for shoegear until the year-end, with par- 
ticularly brisk business during the holiday season and 
longer, manufacturers and retailers in the Cincinnati 

market agree. 
Cincinnati shoe men just returned from the National 
[TURN TO PAGE 85, PLEASE] 
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Jounston & Murpuy has been mak- 
ing men’s shoes of the finest quality 


for almost one hundred years. 


Sometimes the going has been hard, 
but we are now more convinced than 
ever as a result of today’s trend 
toward better footwear, that there 
will always be a demand for the best 
in a country such as ours, where 
initiative and excellence of perform- 


ance have always been recognized. 


Jounston & MurpHy 
40-54 Lincoln Street, Newark 3, N. J. 
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the Steam Shovel was a 
“GUBSTITUTE” ’ 


...and so was LEATHEROK * 


both are ACCEPTED STANDARDS NOW 











By the standards of proven 
worth — This tough, sturdy, 
resilient, water-resisting syn- 
thetic meets all heel-base re- 


% Reg. U. S. Pat. OFF. 


ViewepD as a toy — greeted with sus- 
picion the Steam Shovel had to make 
good, before industry and the public 
were willing to admit its superiority 
over the methods and tools of yesterday. 
Just as the Steam Shovel proved its 
worth — so has “Leatherok”. The sub- 
stitute has become the standard. 

An ever increasing number of shoe 
manufacturers have found “Leatherok”’, 
highly satisfactory, but right now mili- 
tary demands are taking a large percent- 
age of our output — as these demands 
lessen — our civilian deliveries will in- 
crease. 

War’s necessities have brought out 
many new products. Other remarkable 
developments are in the laboratory. 
Your After Victory footwear will not 
only include “‘Leatherok” but other 
proven synthetics. 


GEORGE O. JENKINS CO. 
Bridgewater, Massachusetts 














Meeting the Customer 
[CONTINUED FROM PAGE 31] 


greeting to his customers. A sincere 
smile combined with a pleasant tone of 
voice is frequently much more impor- 
tant than the particular words that are 
used 


There are three generally accepted 
methods of greeting a customer. These 
are the service greeting, the social 
greeting, and the merchandise greeting. 

1. The service greeting—This is 
rather a formal method of approach in 
which the salesman offers his services 
to the customer. This greeting may be 
accompanied by a variety of expres- 


70 


sions such as, “May I be of service?”, 
“Is there something that I may show 
you?”, “May I help you?” 

2. The social greeting—This is a 
more friendly greeting in which the 
salesman usually says, “Good morn- 
ing,” or “Good afternoon,” preferably 
accompanied by the customer’s name if 
it is known. In this type of greeting 
the mere word “Hello” may be suffi- 
cient with many customers. This social 
greeting is growing in popularity be- 
cause it emphasizes the customer’s name 
which is always an asset in every sell- 
ing situation. 

8. The merchandise greeting—The 
increased use of interior displays in the 


average shoe store has made possible 
a broader use of the merchandise greet- 
ing. When a salesman approaches a 
customer who is looking at a piece of 
merchandise, either shoes or accesgo- 
ries, he has a splendid opportunity to 
make a remark that will draw the cus- 
tomer’s attention directly to the mer- 
chandise. As an example, the customer 
might be looking at a case containing 
a black suede pump and a group of 
clips in which case the salesman might 
remark, “That is a particularly fine 
fitting black suede pump. The colorful 
ornaments make it possible to give the 
shoe a touch of color and match it up 
with your costume.” This greeting 
leads directly to a discussion of the 
merchandise, and the customer usually 
makes her wants known immediately. 
All too frequently we find a salesman 
missing a splendid opportunity to use 
a merchandise greeting by asking a 
customer if he may help her when it 
is already obvious that she is inter- 
ested in a particular shoe. The mer- 
chandise greeting is one of the most 
satisfactory because it draws the cus- 
tomer’s attention directly to the shoes 
and eliminates a number of useless 
questions. 

As a part of meeting the customer 
the salesman should realize that it is 
necessary to seat a customer before he 
can sell her a pair of shoes. For this 
reason he should make some remark 
such as, “Will you be seated over here,” 
and walk with her to a seat. He should 
not expect her to follow him to a seat. 
Too many salesmen turn their backs to 
a customer when it would be much 
more courteous to walk alongside her 
while directing her to a seat. In select- 
ing a seat, it is wise to place her alone 
whenever possible, because the aver- 
age person prefers to sit by himself. 
This may also eliminate unwanted in- 
terferences by some other customer 
who may try to buy not only her own 
shoes but also the shoes of the cus- 
tomer sitting next to her. As the cus- 
tomer takes her seat, the salesman 
should place to one side any bundles. 
umbrella or other articles, for these 
have a habit of falling or becoming a 
nuisance just when the salesman 
reaches the peak of his selling efforts. 

And, finally, let every salesman help 
the other fellow by speaking to each 
customer as she comes into the depart- 
ment. If a customer is greeted with a 
“Good morning” by four or five sales- 
men, it makes her feel doubly welcome. 
This customer may not be your cus- 
tomer, but if each salesman makes it 
a habit to greet every customer even 
though he is busy, your customer will 
be in a more friendly mood when you 
meet her, and therefore. more recep- 
tive to your selling efforts. 


Aaron Berman 


Minton, Pa.—Aaron Berman died 
here recently. He had been connected 
with People’s Department Store. 
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Department Store Sales Up 55 Per Cent 










las ANGELES, CALIF.—In a summary 
dbusiness conditions in Southern Cali- 
fmia, the Security-First National 
funk of Los Angeles through its Re- 

th Department makes the following 
onelusions : 

Aircraft production reached a new 
jigh in October and contributed to a 
father gain in total manufacturing ac- 
trity in Southern California. At the 
ame time the volume of housing con- 
dmetion increased to the highest level 
ina year and one-half, real estate sales 
wivity continued to rise sharply and 
wwis greater than at any time in more 
tana decade. Retail trade advanced s 
preent from the previous month, and 
«mtinues at near record levels. At the 

time, department store inventories 
lave increased to well above the low 
pint reached last March. 

With early Christmas buying a fac- 
tr, daily average sales in department 
teres in downtown Los Angeles last 
mnth were 25 per cent above those of 
te same month last year. Seasonal 
iwtors considered, October sales were 
per cent above sales in September. 

Department store sales volume in 
te Los Angeles area during the first 
tmonths of 1943 were more than 55 

tent above pre-war levels,” the re- 

mt continued. “It should be noted, 
: r, that this volume is measured 
total dollar sales. Thus this figure 
ures not only changes in the 
ical quantity of goods the individ- 
tonsumer buys, but also such fac- 
ms as changes in price and changes 
= population. The wartime trade 
re can be brought into clearer 
when it is pointed out that more 

Man two-thirds of this area’s increase 
dollar sales volume since 1940 can 
Recounted for by (1) the marked rise 
Prices before ceilings were inaugu- 

i early in 1942, and (2) the sub- 
Mantial increase in population locally. 
| "Part of the remaining one-third of 
increase in dollar sales volume is 
mn table to a shift in buying from 
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Sudy of Southern California Stores Also Shows Inventories Higher 
Than Six Months Ago, Los Angeles Bank Reports 


lower to higher-priced lines of mer- 
chandise. This shift is due both to 
consumer demand for better quality 
goods and to the disappearance of some 
low-priced lines as manufacturers have 
concentrated available raw materials 
on higher-priced items. In short, while 
many individuals are using expanded 
wartime incomes to purchase greater 
physical quantities of goods than they 
did before the war, the increase in in- 
dividual purchasing is a_ relatively 
small part of the total gain in retail 
trade volume since the start of the war. 

“Despite the large sales volume, in- 
ventories held by Iocal merchants have 
shown substantial gains since their low 
point last March. Last Fall and Win- 
ter it was commonly thought that sup- 
plies of goods available to civilian con- 
sumers would continue to contract 
sharply in the face of the high level of 
sales. This situation has not material- 
ized. While certain items are scarce 
and others have disappeared entirely, 
cver-all inventories have been sufficient 
to maintain the record sales of the past 
ten months and appear ample to meet 
the coming holiday demand.” 





Army Orders Small Lots 
Of Service Shoes 


Boston, Mass.—Contracts have been 
awarded at the Boston Quartermaster 
Depot for smal] lots of service shoes, as 
well as for some safety work shoes. 
Awards are: 

Hob-riveted service shoes with re- 
versed uppers—Charles A. Eaton Co., 
30,498 pairs; and A. R. Hyde & Sons 
Co., 30,498 pairs. Service shoes with 
composition soles and reversed uppers— 
Endicott-Johnson Corporation, 32,000 
pairs. Safety work shoes with composi- 
tion soles—J. F. McElwain Co., 460 
pairs. 

Another contract awarded calls for 
the delivery to the Army of 244,452 
pairs of rubber taps. 






Production Drops 
From "42 Period 


PRODUCTION OF BOOTS, SHOES, AND 
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WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, for September, amounted to 
87,695,137 pairs, a drop of 5.0 per cent 
from the figure for August, but an in- 
crease of 1.6 per cent over September, 
1942, production, according to a month- 
ly release by the Department of Com- 
merce, Bureau of the Census. Produc- 
tion for the period, January through 
September, was 348,651,870 pairs, 5.8 
rer cent below that for the same period 
last year. 

Production of shoes for the govern- 
ment, including dress and work types 
as well as women’s shoes, in September 
totaled 3,626,335 pairs, slightly higher 
than the August figure. The figure for 
September, 1942, was 3,333,421 pairs, 
not including women’s shoes. Produc- 
tion for the first nine months of 1943 in 
these shoes reached a total of 34,805,- 
793 pairs; production for the same 
period last year, not including women’s 
shoes, was 29,661,485 pairs. 

Men’s shoe output, including both 
dress and work shoes, came to 6,682,292 
pairs in September, slightly lower than 
the August figure, and substantially 
lower than that for September of last 
year. Total output for the nine-month 
(TURN TO PAGE 75, PLEAS®] 
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President Rolfe Calls Meeting of Directors and War Conference 


Committee to Be Held in Philadelphia, December 5 


PHILADELPHIA. — Murray S. Rolfe, 
president of the Middle Atlantic Shoe 
Retailers Association, has called a 
meeting of the directors and members 
of the War Conference and Convention 
Committee to be held at the Benjamin 
Franklin Hotel here at 2 p. m., Dec. 5. 
Business will include planning of pro- 
gram for the 30th anniversary meet- 
ing, war conference and shoe showing, 
to be held at the Benjamin Franklin 
Jan, 16, 17 and 18, 1944, and considera- 
tion of post-war activities of the as- 
sociation. 

In addition to the Convention Man- 
agement Committee, whose membership 
was announced in the Nov. 15 issue of 
BooT AND SHOE RECORDER, the following 
additional committees have been named 
to have charge of various phases of 
convention planning: 


Executive Committtee: Murray S. 
Rolfe, chairman, Philadelphia; Mose 
Leibowitz, York, Pa.; J. H. Geiger, 
‘ Richmond, Va.; Maurice P. King, New- 
ark, N. J.; Louis Bendheim, Wilming- 
ton, Del.; Robert Hemhauser, Irving- 
ton, N. J.; Cal J. Mensch, Pittsburgh. 


Exhibitors Committee: Harvey L. 
Farr, chairman, Allentown, Pa.; Ben 
W. Shaub, Lancaster, Pa.; Harry Hahn, 
Washington, D. C.; Maurice Bernstein, 
Baltimore, Md.; George N. Geuting, 
Philadelphia. 

Nominating Committee: Gordoa 
Evans, chairman, Scranton, Pa.; A. N. 
Foster, Uniontown, Pa.; Philip J. Stach, 
Washington, D. C.; Maurice P. King, 
Newark, N. J.; Arthur T. McCanner, 
Frederick, Md.; G. T. Sauter, Wilming- 
ton, Del.; Frank Montagna, Norfolk, 
Va. 


Membership Committee: Robert C. 
Gerheim, chairman, Johnstown, Pa.; 





MURRAY S. ROLFE 


John D. Dunn, Hagerstown, Md.; Louis 
N. Yockelson, Washington, D. C.; 
Arthur L. Herrick, Suffolk, Va.; W. K. 
Hartzell, Souderton, Pa.; John B. 
Allen, Red Bank, N. J.; Solomon Dant- 
zic, Baltimore, Md. 


Legislative Committee: Ed Reine- 
berg, chairman, York, Pa.; John G. 
Smith, Hagerstown, Md.; I. C. Smashey, 
Bridgeton, N. J.; J. H. Geiger, Rich- 
mond, Va.; Joseph De Young, Wash- 
ington, D. C.; Albert J. Schmidt, Pitts- 
burgh, Pa. 


Show Booster Committee: M. A. S. 
R. A. directors and Stanley C. Berger, 
Philadelphia; A. S. Bing, Altoona, Pa.; 
George R. Martin, Gettysburg, Pa. 





Gifts Received for 
Tanners’ Endowment Fund 


New YorKk.—Over half of the $150,- 
000 which is currently being sought by 
the Foundation of the Tanners’ Re- 
search Laboratory has been raised, ac- 
cording to an announcement by F. 
Sturgis Stout of John R. Evans & Co., 
chairman of the Endowment Fund 
Committee of the Foundation. “This 
very encouraging result,” said Mr. 
Stout, “has been achieved without per- 
sonal solicitation on the part of the 
directors of the Foundation and is an 
indication of the desire on the part of 
the industry to take steps which will 
insure the future of technical research 
in the leather industry.” 

The Foundation was organized for 
the purpose of caring for such funds 
as may be given to it and to act as 


from which will be used for research 
work at the University of Cincinnati 
for the leather industry. The present 
goal is to establish a fund which will 
yield sufficient income to fulfil the mini- 
mum obligations of the industry under 
its contract with the University of Cin- 
cinnati and fhus insure the exclusive 
rights to the building which was erected 
by the Tanners’ Council and which the 
Department of Leather Research now 
occupies. 

Although most of. the gifts have 
come from the tanning industry, Mr. 
Stout stated that some members of the 
allied trades have expressed a desire to 
participate and, in fact, one substantial 
contribution has already been made. 
Further details regarding the purposes 
of the fund may be secured from the 
secretary of the Foundation, Room 
1001, 100 Geld Street, New York 7, 


trustees for endowments, the income N. Y. 


72 


Shoe Fabrice Group 


Boston, Mass. — The all-time high 
interest in fabric shoes for women ay 
the intense laboratory research neces 
sary to perfect fabrics for women; 
shoes have prompted the formation gf 
the National Shoe Fabric Association 
Inc., with headquarters here. The As 
sociation is composed of seventeen Rog. 
ton and New York fabric distribute, 
and has as its sole purpose serving 
manufacturers and retailers of women: 
shoes, helping them work out their 
fabric problems and continuing ind. 
vidual research further to perfect ney 
fabrics. 

Fabric shoes for women have always 
been a fashion highlight, but recent de 
velopments have increased their de 
sirability and utility, and today fabrics 
are a major shoe material. Fabric 
shoes are so light on the foot, give com. 
fort, flexibility and walking ease 
Fabric linings and bindings have 
proved of equal strength and service 
ability. 

The seventeen member firms of the 
National Shoe Fabric Association are 
the key people in this fabric develop 
ment. In forming their association, 
they have expressed the hope that shoe 
manufacturers and retailers will call 
on them for aid in the selection and use 
of proper shoe fabrics, will solicit the 
association in solving fabric problems 
and will use the association as a clear- 
ing house for suggestions in the fur- 
ther development of fabrics for wom- 
en’s shoes. The association, in tum, 
pledges itself to offer to manufacturers 
and retailers shoe fabrics of laboratory 
and time-tested perfection in beauty, 
service and comfort. 

The members of the association are: 
Alburton Co., Inc., Boston, Mass.; Rob 
ert R. Batkin Fabrics Corp:, New York, 
N. Y.; Bristol Fabrics, Inc., Boston, 
Mass.; A. S. Burg Co., Boston, Mass.; 
The Cedar Cliff Silk Co., Inc., New 
York, N. Y.; Gitterman & Co., New 
York, N. Y.; International Fabric 
Corp., Bostén, Mass.; The Lushan Co, 
Boston, Mass.; Majestic Fabrics Corp. 
Boston, Mass.; Palatine Corp., New 
York, N. Y.; Premier Leather Co., Bot 
ton, Mass.; Chas. I. Rockmore, Inc, 
Brooklyr, N. Y.; Rosemont Silk Co, 
New York, N. Y.; Lawrence Schiff & 
Co., New York, N. Y.; Shain & Co, 
Inc., Boston, Mass.; S. Starensier Co, 
Haverhill, Mass.; John D. Young & 
Sons Co., Boston, Mass. 

Officers have been elected as follows: 
A. S. Burg, president; James Rourke, 
vice-president; David Davidoff. trea- 
surer; Robert Batkin, secretary. 





Plan Shoe Men’s Stag 


SPOKANE, WASH.—Spokane shoe re 
tailers met recently to plan their “Shoe 
Men’s Stag,” to be held early in Decem- 
ber. 
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Brown Plan Operators Meet 


Los ANGELES, CALIF.—An all day ses- 
sion of the Southern California group 
of the Brown Plan Store operators was 
held in the permanent sample rooms of 
The Brown Shoe Co., Hotel Lankershim, 
om November 14, with 22 owners and 
their managers there. In attendance 
were all the sales representatives 
of The Brown Shoe Co. who service 
these stores. 

Harry Astroth, here especially for 
this meeting from the home office in St. 
Louis, outlined the company’s produc- 
tion problems, deliveries and the posi- 
tion the company is in to furnish shoes 
for the coming year. “I give you every 
assurance The Brown Shoe Co. will do 
its utmost to supply you dealers with 
enough merchandise to keep you in 
business, as We appreciate your business 
and your friendship,” Mr. Astroth said. 
Aluncheon was served at the Los Ange- 
les Athletic Club. 





George Cooke Named 
To Head Buffalo Group 


BurraLo, N. Y.—George W. Cooke, 
owner of the South Park Bootery at 
2001 South Park Avenue, was nomi- 
nated for the office of president of the 
Greater Buffalo Shoe Retailers Associa- 
tion and Affiliated Shoe Trades. The 
Association picked the following for the 
coming annual election, which will be a 
mail vote the first part-of December: 

Willard Lewis, of Flint & Kent De- 
partment Store, for vice-president; 
Benjamin Etkin, of the Baker Boot 
Shop, for treasurer; Oliver F. LaReau, 
for the seventh year as secretary. 

Nominated for city directors, ten to 
be elected, were: Fred Manning, Clar- 
ee I. Lanich, Michel Santercole, 
Charles W. Reis, Robert L. Holmes, 
Benjamin Samuelson, Carl Lindstrom, 
Benjamin Thome, Daniel Laufer, 
George L. Seifert, Edward Lauck, 
Mathew LePrell, Herman Meyer, Alfred 
Balduf. 


Nominated for out of town directors: 
Frank Panzica and Claude Keebler, of 
Lancaster; Allan Brown of Spring- 
ville; Donald Kenney, of Lockport; 
Raymond Fitzgerald, of Niagara Falls; 
Raymond Emerling, Hamburg; Leo V. 
lndden, Wellsville; Frank Measer, Wil- 
lamsville; Joseph Gurwitch, North 
Tonawanda. 

Harry J. Deters, who resigned as 
salaried business manager of the asso- 
Gation last January, has been holding 
this position since last July on a tem- 
porary basis without pay. He is a life 
Member and declines to hold any office 
in the association. . 





Store Manager Transferred 


SacRAMENTO, CALIF.—F. White, man- 
ager of the Karl Shoe Store, 609 K St., 
has been transferred to the management 
of the Kar] store in Whittier. “Glad to 

back again in Southern California,” 
Says White. 





Jarman Advertising Wins National Honors: 








Earle T. Bumpous, General Shoe sales manager, seated, and Steve McGaw, adver- 
tising manager, looking over one of their prize-winning ads. On desk is a pair of 


the gold-plated shoes, one of their 


NASHVILLE, TENN.—For the second 
consecutive year, the Jarman Shoe 
Company of Nashville, a division of the 
General Shoe Corp., has won national 
recognition for distinctive advertising, 
according to announcement by the Na- 
tional Direct Mail Advertising Asso- 
ciation. 

The Jarman advertising portfolio for 
1948 was submitted in the NDMAA 
competition by Steve McGaw, adver- 
tising manager of General Shoe, and 
Luther Johnson, his assistant and art 
director. It took its place against sev- 
eral hundred other advertising port- 
folios seeking a spot in the winners 
circle. A board of judges, comprised 
of nationally-known advertising special- 
ists, spent several weeks in sifting the 
entries down to the fifty winners. Jar- 
man was the only shoe advertiser in 
the coveted circle. Last year Jarman 
advertising won the same recognition. 

The Jarman portfolio included maga- 
zine advertising, window placards and 
panels and ‘direct mail promotion. Ad- 
vertising matter for other General 
shoes, including Fortune and Skyrider, 
also is under Mr. McGaw’s direction. 

Unique advertising campaigns by 
Jarman Shoe have attracted wide atten- 
tion and comment in the past. Gold- 
plating of an actual pair of shoes for 
window displays was one of them. The 
“24-karat styling” theme that was a 
part of the display was regarded as one 
of the outstanding shoe promotion 
stunts in years. That idea originated 
with Earle T. Bumpous, General Shoe 
vice-president in charge of sales. He 
and Mr. McGaw’s staff then perfected 
it. 

There have been several other 
notable advertising schemes originated 
by Mr. Bumpous and his advertising 
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most sensational advertising stunts. 


staff, among them the cedar-scented 
shoe which created a sensation a few 
years ago, and the “walking-on-air” 
shoes which are widely promoted as 
“Million-Aires.” 


To Hold °44 Shoe Fair 
Week Before Election 


New YorkK—The National Shoe Fair 
Committee has announced tentative 
dates for the next National Shoe Fair, 
which will be held in Chicago October 
30, 31 and November 1 and 2, 1944. 
No announcement was made concerning 
hotels; this and other details will be 
announced later. 

The 1944 Shoe Fair will thus be held 
the week preceding the Presidential 
Election, which falls on Tuesday, No- 
vember 7. 





Mother of George E. Gayou 
Dies in St. Louis 


George E. Gayou, manager of the 
National Shoe Fair, has the heartfelt 
sympathy of his multitude of friends 
in the shoe trade in the loss of his 
mother, Mrs. Henrietta Gayou, whose 
death occurred in St. Louis, Saturday, 
November 20. Funeral services were 
held Wednesday, November 24. 





To Open in South Bend 


SoutH BeEenp, IND.—The corner store- 
room at Wayne and Michigan Streets is 
being prepared for the opening of Bur- 
deen’s Shoe Store in the near future. 
The quarters have been the location of 
a shoe store for a number of years in 
the past—although empty for the past 
few months. 
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MEN’S DRESS OXFORDS 


15 STYLES IN STOCK FOR AT ONCE DELIVERY 


e SELECTED LEATHER UPPERS 

e GOODYEAR WELT CONSTRUCTION 

e HALF DOUBLE LEATHER SOLES 

e LEATHER QUARTER LINING 

e SIZES 6’2-11—D WIDTH 

e PLAIN TOE, STRAIGHT TIP AND 
MOCCASIN TOES, BLACK AND BROWN 


SOLD IN STRAIGHT 24 PR. CASES ONLY 
SEND FOR STOCK LIST 


THE ARNOFF SHOE CO., [OJ DUANE ST., N. Y.-C. 
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sale at this store. Oxfords of soft kid 
are another of the fast moving shoes 
here. Bannon’s regularly features an 
arch shoe for which it has an estab- 
lished line of customers who continu- 
ally make repeat sales. 
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BUSINESS BRISK IN MIAMI 


A SURVEY of the shoe dealers 
throughout the Miami area reveals 
that business is brisk and that to 
date, coupons No. 18 and airplane 
stamp No. 1 are being turned in in 
about equal numbers. There has been 
no mad rush at any time during the 
past two months, but a comfortable, 
steady volume of sales. And because 
of this situation there has not been 
the follow-up such as was experienced 
after the “Battle of 17” when a large 
percentage of sales made that week 
had to be exchanged. 

There appears to be a very definite 
trend toward more dressy shoes at 
this time. For some time past women 
have been buying a practical shoe. 
Almost all shoe advertising copy has 
been emphasizing comfort, good wear- 
ing qualities, conservative, practical 
footwear that might be used for work, 
for play or for walking. Now, with 
the approach of the Winter resort sea- 
son, and the increasing number of 
social activities in the calendar, more 
dressy, high heel, high style footwear 
is in demand. But here again women 
are exercising considerable caution in 
their purchases. The shoe must have 
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multiple possibilities and be worn 

with many costumes. That is - one 

reason why snakeskin is extremely 
popular, particularly in the higher 
price bracket. 

The demand for brown shows a 
slight increase over a month ago, and 
now runs about fifty-fifty with calls 
for black. White continues to be a 
much wanted shoe. 

The demand for play shoes is in- 
creasing every day, reported several 
dealers. This is true not only in the 
less expensive unrationed chain store 
offerings, but in the better lines even 
where a coupon is required. The 
shoes are colorful, comfortable and 
adapted to many uses. 

Practically all shoes report a grow- 
ing interest in slippers, a comfortable. 
smart foot covering which may be 
worn around the home and helps con- 
serve the scarce street shoe. Every- 
thing is selling, and colored satins 
and fabrics are being worn with 
lounging pajamas and gay house 
coats. Women in this area have 
grown accustomed to colored foot- 
wear, and if they cannot indulge their 
fancy in a street shoe, they will take 
anything with color for home wear. 

Women are taking better care of 
their shoes these days, as is evidenced 
by the mounting sales volume in all 
shops in polishes and cleaning fluid. 
Some shops report as much as a 100 
per cent increase in this business over 
that of a year ago. 

The chain shoe stores, of which 
there are a number in this area, are 
doing a fine business in accessories. 
Bags, of course, are a No. 1 item 
with all the stores. Costume jewelry 
is another good item. 

Much emphasis is being placed on 
display advertising particularly of 


higher priced or nationally known 
shoes. Customers are urged to spend 
their coupons for “finely constructed 
shoes that stay in style and make it 
worth while to part with a ration cou- 
pon.” On the other hand, a well 
known chain store advertises “Decla- 
ration of Independence from Shoe Ra- 
tioning” setting forth the good quali- 
ties of their non-rationed shoe line. 

There are not many plastics in the 
picture as yet, but flexible wood soled 
shoes are being featured in a big way- 


* . - 


CHICAGO STORES FEATURE 
SHOES IN ADS 


THERE is nothing to indicate that 
shoe advertising is lessening in Chi- 
cago, for every edition of every daily 
newspaper carries considerable copy 
relating to footwear. All types and 
classifications of shoes are stressed, 
running the gamut from high priced 
custom-made shoes to popular priced 
non-rationed varieties. 





47 %, = 





In the latter category Sears-Roe- 
buck recently ran a half page ad on 
“ration-free shoes with guaranteed 
wear-testéd soles.” These were fabrics 
with synthetic soles and varied from 
high-heeled bow pumps to platform 
soled play shoes. Almost all other 
advertising, however, has been on 
leather shoes. 

Marshall Field’s presented a full 
line of sheep’s wool-lined overshoes, 

[TURN TO PAGE 88, PLEASE] 
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koldiers Are Grateful 
for Shoe Club Gifts 


New YorK— Miss Minna Morgan- 
», secretary of the Shoe Club, Inc., 
received a number of grateful ac- 

edgments of Christmas packages 

+ to men in the armed services. A 
card from a sergeant in Africa 
id: “War is Hell. This has been said 
nds and thousands of times, but 
ifs not so tough when you know that 
someone back home is thinking of you 
and backing you. When the going gets 
-_ we just reach in our pockets 

and say to our buddies, ‘Here, have a 
gmoke on the Shoe Club from the Hotel 

MeAlpin, N. Y. C.’ Thanks a million.” 
Then the following V-Mail letter was 

received from a corporal in England: 

“{ don’t know who you are or what 
sort of organization it is you have, but 
Ido know that I am in receipt of a 
Christmas package, full of good things 
to eat, with the above address on it. 
As I wish to thank whoever is respon- 
sble for this, I am writing to you, with 
the thanks that only fifteen months 
overseas can show. 

“How grateful I am, can never be 
adequately described and as I know 
that it was offered with a feeling of 
comradeship from the front at home to 
those of us at the battlefront, it is 
doubly welcome. The stuff in the pack- 
age was enjoyed by all, believe me, and 
adthough it came a couple of months 
early, the right spirit was there, and 
if this is any indication of how the 
folks back home feel about us, Christ- 
mas should be more than ever, a period 
af joy and happiness for us all. 

“It makes us proud to know that we 
ae fighting for something which can- 
not be put into words but is of a deeper 
motion than love for country, and 
patriotism. I hope to receive a reply 
aplaining how it came about that I 
got this package, and, in closing, I wish 
tothank you all again. I hope to hear 
from you soon.” 





Production Drops 5 Per Cent 
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petiod was 64,550,016 pairs, a decrease 
#181 per cent from the figure for 
the same period the preceding year. 
Youth’s and boys’ shoe production 
totaled 1,893,177 pairs in September, 
ligher than the figure for August, and 
ilo higher than that for September 
&year ago. Production for the nine- 
month period amounted to 14,794,217 
pairs, 13.2 per cent above that for the 
Previous year. 
Production of women’s shoes in Sep- 
was reported as 12,198,409 
lower than both the August, 1943, 
and September, 1942, figures. Produc- 
tin of these shoes for the January 
through September period was 123,- 
14,780 pairs, a 12.4 per cent decrease 


ftom that for the same period the year 
before. 
= 


and children’s shoe output in 





1, 1943 











KEEP EM HAPPY— 






Cincinnati, Ohio 





FOOT REST 


SHOES 


™.... you offer Krippendorf 


Foot Rest Shoes, your cus- 
tomers will feel that even 
wartime difficulties have 
been successfully overcome. 


Distinction in every line . 
comfort in every step . . . and 
with the long-lasting quality 
that rationed footwear must 
possess. 


Priced at $6.95 and $7.95 
(slightly higher west of 

_ Denver), Krippendorf Foot 
™®, Rest Shoes are nationally ad- 
vertised in Good Housekeep- 
ing, Ladies’ Home Journal, 
Woman’s Home Companion, 


THE KRIPPENDORF-DITTMANN COMPANY Mademoiselle, and Vogue. 


New York Showroom: Marbridge Building ONE BRAND... ONE PRICE RANGE 


.. ONE QUALITY 








September came to 2,554,448 pairs, a 
decrease from the August figure and 
also from the September 1942 produc- 
tion. Total for the nine months was 
24,923,821 pairs, 22.2 per cent below 
that for the corresponding period last 
year. 

Production of infants’ shoes in Sep- 
tember reached 2,119,371 pairs, below 
that for August, but above that for 
September a year ago. Production of 
these shoes for the nine-month period 
came to 19,033,257 pairs, 2.4 per cent 
below the figure for the same months 
in 1942. 


Footwear Exports Down 
MONTREAL, CANADA — Canada’s Sep- 
tember exports of rubber boots’ and 
shoes were cut in half as compared with 
the corresponding month of 1942, the 
Dominion Bureau of Statistics, Extern- 
al Trade branch, discloses in its month- 
ly report. Exports of rubber boots and 
shoes in September this year were 27,- 
049 pairs, valued at $31,929, compared 
with 59,338 pairs, valued at, $66,150 in 
the previous September. For the same 
period the exports of rubber-soled can- 
vas shoes were 154 pairs, valued at 
$118, and 195 pairs valued at $180. 
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COME TO PHILADELPHEA 
to the M.A.S.R.A. 30th Annual Meeting and War Conference 


JANUARY 16-17-18, 1944 
BENJAMIN FRANKLIN HOTEL 


You will find it the best all around Regional Shoe Show in America. 
One third of all of the shoe business of the United States is done in the Middle Atlantic States. 
It is an opportunity to meet your brother shoe men in a spirit of good fellowship. 


MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 


PENNSYLVANIA, NEW JERSEY, DELAWARE, MARYLAND, VIRGINIA. DISTRICP OF COLUMBIA 


3rd FLOOR—1429 SHEFFIELD ST., PITTSBURGH 12, PA. 


a 


PHONE, CEDAR 5148 











New Firm Makes 
Unrationed Shoes 


Los ANGELES, CALIF. — California 
Rough-Eez Shoe Co. is now in operation 
at 229 South San Pedro St., making at 
present a line of women’s non-rationed 
novelty wedgies in the five and six dol- 
lar price bracket. Plans are being 
made to work into rationed types in 
the near future. 

Nick Carroll is president of the con- 
cern. He has spent some 25 years in 
the shoemaking industry; he was at 
one time style man for Queen Quality 
shoes and recently with Joyce, Inc., in 
the same capacity. Miss Fayette Cohen 
is sales manager. She is the daugh- 
ter of the late Edward Cohen, founder 
of the business, and was previously 
connected with well known New York 
department stores as buyer and sales 
manager. 





LEARN ADVERTISING 


wa Home 





IF you are an executive, a junior 

executive, or a person with good 
background, you will find the Vincent 
Edwards Correspondence Course in 
Advertising educational: interesting: 
valuable! 


it is a high-grade course, on an 
important subject, the knowledge of 
which will make you a more effective 
business person. 


It teaches how to write: it teaches 
advertising: it teaches merchandis- 
ing: it develops clear thinking on 
business subjects. It is an advanced 
course for mature people. 


Write today for the free booklet 
. - + It is interesting, inspiring and 
well worth reading. 


VINCENT EDWARDS 
ADVERTISING COURSE 
341 Madison Avenue New York City 











Mervin A. Blach 
Resigns OPA Post 


ATLANTA, GA. — Mervin A. Blach, 
prominent merchant, is returning to his 
key position in J. Blach & Sons, well- 
known specialty store in Birmingham, 
Alabama. 





BLACH 


MERVIN A. 


According to Mr. Blach, he makes 
this decision reluctantly, feeling that 
the past ten months’ experience while 
serving as OPA’s Footwear Rationing 
Officer in the Atlanta Regional Office 
have been invaluable to him as a busi- 
ness man. To quote him directly, “If 
every retailer could have the experience 
I’ve had during the past ten months, 
there would be a lot more respect 
throughout this country for the job 
OPA is doing. The chronic complain- 
ers who think this agency is run by a 
lot of long-haired professors, infested 
with a group of unsuccessful lawyers 
and dominated by a horde of self- 
seeking bureaucrats are certainly way 
off the beam. 

“Contrary to belief in some quar- 
ters, the shoe rationing program was 
not only planned by a group of prac- 
tical business men, but it is run by just 
that. The Washington office is staffed 
by some of the most able shoe men in 
the industry. The eight regional posts 
are covered by merchants, many of 
whom make my 25 years’ experience 
look like a mere drop in the bucket. 
Not only that, but the hand-picked field 





representatives (district rationing rep 
resentatives) know what it’s all about 
when it comes to consumer needs ané 
sound merchandising practices. The 
cross-country viewpoint represented by 
this network of capable people is the 
answer to why no one has suffered any 
real hardship under shoe rationing. 

“T honestly feel that basic democratic 
principles have been applied in the shoe 
rationing system. No problem ‘is too 
small to be heard and weighed 
Through a comprehensive system of 
personal contacts, reporting and dis- 
cussions, the ideas and suggestions of 
all filter to the various levels of juris- 
diction which reach the executive ears 
in Washington. The result is that 
pressure points are eliminated and 
needs are met wherever possible. 

“Frankly, I am proud to have played 
a part in making this possible. I have 
resigned my OPA post only because the 
demands of the armed forces are drain- 
ing the personnel of our firm to a point 
where I have no alternative.” 





Correction 


In the RECORDER of Oct. 15, a news 
item on page 134 stated that “Victory 
Dock Seamen” who supplement the 
work of regular dock employees in 
loading war cargoes for overseas ship- 
ment at San Francisco are permitted 
by the Army, which has these opera- 
tions in charge, to purchase safety 
shoes without coupons. 

Headquarters for the San Francisco 
Port of Embarkation states that this 
item was erroneous, in that coupons are 
required. Safety shoe coupons for this 
purpose are issued to such workers 
when they are needed through the 
Officer Inspector at the Headquarters 
of the Port of Embarkation. 


Marxmiller Severs Connection 


Los ANGELES, CAL.—H. C. Marx- 
miller, Western representative for 
Kimel Shoe Company, is severing his 
connection with the company as — 
Dec. 18. Mr. Marxmiller is maintain 
ing his connection with C. B. Slater 
Co. of South Braintree, Mass., however. 
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{Rationing Discussed at Michigan Shoe Fair 





OPA Executives Hold Clinic Meetings. Richard J. Schmidt Re-elected 
President of Michigan Retailers Association 


Detroit, MicH. — Shoe rationing 
s were in the limelight at the 
igan Shoe Fair and War Confer- 
eee, held at the Hotel Statler, re- 
. OPA shoe executives, headed 

W. W. Stephenson, were on hand for 
three days, holding a formal shoe clinic 
jn rooms on the display floors. In ad- 
dition, local OPA representatives from 
Detroit and upstate cities as well were 
om hand to meet the special problems 
of upstate retailers who attended. 

After a day of selling and informal 
discussions, sessions opened with a 
luncheon, at which, for the first time 
on record, the crowd was sq great that 
dosens of latecomers had to be sent 
down to the hotel cafe to eat, coming 
back later to attend the formal pro- 


gram. 

Clyde K. Taylor was toastmaster, 
representing the Michigan Retail Shoe 
Dealers’ Association as co-chairman 
with Bruce Dickman for the Michigan 
Shoe Travelers’ Club, the two sponsor- 
ing organizations. 

Samuel S. Weiss, MSTC president, 
and Richard J. Schmidt, MRSDA presi- 
dent, gave addresses of welcome. Mr. 
Schmidt added a review of the trade 
today: “Most retailers are better off to- 
day than they were before rationing. 
Ithink that this is because we have 
business men—and competent men—in 
charge of rationing in Washington.” 

Others introduced and _ speaking 
briefly were Nathan Hack, Steven J. 
Jay, Guy Dixon, Sam Plotler, and 
Adolph Goetz, executives of the state 
and city retail associations. 

Otis Cook, managing director of the 
Michigan Retail Institute, Lansing. 
gave an address on “The Retailers’ 
Outlook for 1944,” interpreting it in 
tams of the immediate contribution to 
thewar effort as well as post-war plans, 
ad stressing the importance of retail- 
ig because of its huge volume as a 
Mited industry. He said, in part: “Re- 
ttilers are the purchasing agents of 
their community. You have contrib- 
tted immeasurably to the highest 
standard of living any people ever en- 


“Of all the various trade lines, it is 
@y opinion that .the price control and 
tationing of shoes is the only sound sys- 
fm in all price control. I recognize 
that price control is probably the most 
Meessary single thing this country has 
have in this war... . 

“But we are concerned with whether 
these things are for the duration only. 
We have had presented to us in the re- 
tail industry, a defeatist attitude, the 

phy that small business cannot 


‘*When small business in this coun- 
goes down, the country will go down 
it. We have never properly im- 
upon the people the fact that 


ber |, 1943 








Develop Idea to 
Salvage Metal Scrap 


Floyd Dabney of the Atlanta Edgewood 
plant of General Shoe Corp., and O. L. 
Sumner, superintendent of the plant, de- 
veloped this idea to salvage hitherto 
wasted tacks and toe wire used in the 
manufacture of shoes. As the bits of 
metal which cre extracted from nearly- 
finished shoes fall to the table, they slide 
down a chute into the box on the floor. 
Mr. Dabney is shown working at bench. 





‘ 


small business is the most essential fac- 
tor in the community. 

“We as retailers have overlooked the 
fact that we are an industry. Agri- 
culture, manufacturing, labor, may 
have competing interests within their 
own groups, but when they speak at 
Washington, they speak as one indus- 
try. Retailing must do the same.” 

Harold R. Quimby, assistant ration- 
ing executive, paid tribute to the local 
field, the industry, and the public. He 
introduced OPA executives: John Scott 
Black, Detroit representative; Joseph 


Burdt, regional representative, Cleve- 


land; William Molster and Walter 
Ebling, chief of divisions at Washing- 
ton, and, finally, his own chief, William 
W. Stephenson. 

Mr. Stephenson defended rationing, 
or. the ground that “a sober analysis 
of the industry would show that most 
industry problems of today would exist 
without rationing — and many addi- 
tional ones. He counselled against 
fears and cautioned that pressure would 
not be effective at Washington, and that 
decisions were based, not on pressure, 
but on consideration of the needs of the 
military and civilians, in view of con- 
ditions existing in the industry. Ex- 
pressing confidence that “the small re- 
tailer represents the foundation of 
morale in this country,” Mr. Stephen- 








son commented, “We have tried con- 
tinually to give out to you production 
figures that you can interpret so that 
they will mean something in the opera- 
tion of your business.” 

Despite travel difficulties, attendance 
at the Shoe Fair and War Conference 
appeared to be equal to any on record. 
Traffic was thick, approaching capacity, 
in display rooms. Volume of selling 
was under previous Fairs, because of 
the supply situation. Travelers were 
taking orders for delivery “when pos- 
sible” in many instances. 

Choice of retailers was unusually 
widespread, because of the shortage of 
stock and the necessity to stock up with 
any suitable shoes available. There 
was one dominating preference in men’s 
shoes for browns in military styles. 

A factor that appeared at the dis- 
play rooms was the lack of realization 
of the facts of shortage in children’s 
shoes by many upstate retailers. Trav- 
elers were literally unable to make re- 
tailers realize the facts of the situa- 
tion, despite publicity in the trade 
press and personal contacts. 

At the close of the Fair, Richard J. 
Schmidt of Hillsdale was re-elected 
president; Nathan Hack, Detroit, vice- 
president; and Clyde K. Taylor, De- 
troit, secretary-treasurer. 

Elected as directors were: three-year 
terms—Fred Murray, Charlotte; How- 
ard Preston, Battle Creek; Max Harry- 
man, Lansing; R. V. Todd, Pontiac; 
and R. P. Buckley, Bad Axe. Two-year 
terms — Herbert Burr, Ferndale; 
Nathan Hack, Detroit; Steven J. Jay, 
Detroit; Edwin Yeager, Monroe; C. E. 
Masters, Alpena; and E. T. Nunneley, 
Mount Clemens. One-year terms—Ralph 
Meanwell, Ann Arbor; Walter H. 
Magee, Detroit; Frank McElroy, Port 
Huron; A. G. Pond, Jackson; and 
Harry D. Granville, Saginaw. 

Total registration at the Shoe Fair 
was reported the largest on record. 





Stephenson Speaker at 
Retailers’ League Meeting 

New York — A meeting of W. W. 
Stephenson, shoe rationing chief of the 
ORA, with the Shoe Retailers’ -League 
was scheduled to be held here Novem- 
ber 30 at the Hotel Roosevelt. Mr. 
Stephenson was to discuss new develop- 
ments affecting rationing. Members of 
all branches of the trade were invited 
to attend. 


Reported Missing in Action 

Boston, Mass.— Lieutenant (j. g.) 
Robert H. Lord, son of Harry E. Lord, 
vice-president of Hub Shoe Company, 
here, has been reported missing in ac- 
tion. He was assigned to the destroyer 
Borre. 

Lt. Lord was a graduate of Holy 
Cross College. His father has been con- 
nected with Hub Shoe Company for 
thirty-four years. 
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To use personalized direct advertis 
ing effectively you need a good cus- 
tomer list. Most shoe store operators 
visualize the assembly and maintenance 
of a good mailing list as a Herculean 
task involving scads of cards, filing 
cabinets and endless hours of time. All 
this is unnecessary. By simply. filing all 
sales slips alphabetically (after using 
them for stock and sales entries in your 
ledgers) you can maintain a complete, 
up-to-date customer mailing list. Stores 
that do not customarily fill in the cus- 
tomer’s name and address on the sales 
slip can do this without waste of time 
while the customer is fishing for the ra- 
tion stamp. 

Use empty shoe cartons for filing 
cabinets. For speed in addressing, file 
the slips under Men’s, Women’s and 
Children’s and you will have three spe- 
cialized lists with a minimum of 
trouble. In time you will have several 
slips for each customer. This is an ad- 
vantage because you are always sure 
of having the latest address. 

If you are holding back shoes for pre- 
ferred customers, let them know they 
are A-1 on your priority list with per- 
sonal messages. It will pay good divi- 
dends. 

Copy for Sample Handwritten Messages 
in Boot and Shoe Recorder Article 
Special Card to Inaugurate Program 

In these days of shoe rationing and 

shoe scarcity, we think it is only fair 











“Personalizing” Your Direct Mail Promotion 


[CONTINUED .FROM PAGE 41] 


to give our preferred customers spe- 
cial rights to our newest and best 
shoes. Because of your loyalty when 
shoes were plentiful you are now A-1 
on our shoe priority list. 

(Signature) 

Copy for Use When Shipment of Fea- 
ture Shoes Arrive 

You’ve probably noticed that our 
newspaper advertising has very little 
to say about the arrival of new shoes. 
There’s a good reason for this. Shoes 
are scarce, and we want our estab- 
lished clientele to have first choice. 
We have just received a good ship- 
ment of Air Steps—the shoes you 
have been buying regularly. We’re 
advising a few other favorite custom- 
ers, too, so stop in at your first con- 
venience. 
(Signature) 

T'o Retain Customers Who Have Taken 
Temporary Jobs in Another Com- 
munity 

I’ve just learned of your move from 
our community and want to wish you 
luck on your new job. Because shoes 
are not too plentiful these days, we’ve 
been giving our established customers 
a wider choice. Stop in when you are 
back for a visit—or send in a mail 
order. I’ll do my best to supply you 
with the style you want in your fa- 
vorite Roblees. 


(Signature) 





“All | said was ‘I'd like to see something in a pale blue leather open toe high 
heel dress pump, size 4AA"." 


Good Registration at 
Indiana Showing 


INDIANAPOLIS, IND. — Shoe buyey 
from all parts of Indiana and 
from adjoining states visited the dis 
plays of seventy-five manufacturers 
the twenty-first annual Shoe Buyey 
Week sponsored by the Indiana She 
Travelers’ Association in the Claypog 
Hotel here. 

The registration was equal to lay 
year, but displays were limited and » 
new styles or creations were on dis 
piay. Approximately forty per cent o¢ 
the sales were non-rationed merchap. 
dise, and no new accounts were eye 
considered. 

The affair was officially opened No 
vember 15, and sales on the openi 
day were considered good, despite the 
fact that producers were selling on 4 
quota basis to regular customers only, 

It is evident that there is no imme 
diate relief in the footwear shortage by 
the number of non-rationed shoes with 
cloth uppers and synthetic soles on dis. 
play. Very few white shoes were being 
displayed. 

It was reported by officials that chil- 
dren’s shoes were in good demand, in 
all colors, brown, tan and black. 


Marott Store Observes 
Anniversary 


INDIANAPOLIS, IND. — The staff and 
personnel of the Marott Shoe Store 
celebrated its fifty-ninth anniversar7 
recently, and the man who founded it 
und guided its destinies until it became 
the second largest shoe store in the 
nation was at the helm as usual. 

He is George J. Marott, who will cele- 
brate his eighty-fifth birthday Decen- 
ber 10, and who continues to be active 
as general manager of his establish- 
ment. 


New Buying Office 
Opened in Los Angeles 


Los ANGELES, CAL.—Kay MacGregor, 
formerly West Coast representative of 
Nat Gavender, in charge of that or- 
ganization’s Los Angeles office, has es- 
tablished her own Personalized Resi- 
dent Buying Service here. Mrs. Mac- 
Gregor was stylist and merchandizer of 
Montgomery Ward for six and a half 
years. Previously she was sales pro- 
motion manager of Ely-Walker, and in 
the sales department of Nelly Don. 





Johansen Bros. Name 


Ad Agency 


St. Louis, Mo.—Anfenger Advertis- 
ing Agency, St. Louis, has been ap- 
pointed agent for Johansen Bros. Shoe 
Co., Inc., St. Louis. 
Account Executive. 


George A. Volz is 
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NON-RATIONED 


Fast Seller for Locker 










SOLE SCUFF 


Use in Clubs and 
Service Barracks 


WATER REPELLENT 
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unded i Scholar Buys Store Q.M C. Officer Promoted Beginning his Army service in 1941 
t became . Ie 5 as an enlisted man, Captain Schneider 
> in the Honnoye, N. Y.—There is a new and Boston, Mass. — The promotion to was graduated from the Quartermaster 
al. scholarly owner of the 117-year-old Captain of Ist Lieut. Frederick C. Corps officer candidate school at Camp 
will cel Gilbert general store here which sells Schneider, Q.M.C., assistant to the pur- Lee, Virginia, as a second lieutenant in 
| Dea “shoes for the family.” chasing and contracting officer for October, 1942, and has since been sta- 
e actin Harold Fagan, instructor at East tioned at the Boston Quartermaster 
stablish- High School, Rochester, for the past Depot.» He was promoted to first lieu- 
2) years; who studied and taught at tenant last May. 
Harvard, Cornell and Syracuse; who Capt. Schneider was born in New 
has friends among British royalty, and York City and was graduated from Col- 
Who made a survey of the English gate University in 1985. His home is 
school system, is the owner who suc- in Canaan, N. H. 
teeds three generations of the Erwin 
Gregu, Gilbert families. —--- ° 
ativ Sentiment plays a part in this busi- : 
er hess venture, because Professor Fagan Something New 
hen ae first became interested in this pictur- MIAMI, FLa.—Something new in a 
i Resi- esque community in 1908 when he spent birthday sale has been promoted by 
. some time in Honeoye with his grand- Burdine’s, Miami. This is in celebration 
‘izer of father, the late Timothy Maloney, and of their 45th*anniversary, but instead 
half they wandered all over the Canadice- of the usyal offering of special mer- 
. Honeoye lake region. chandisé the only offering is War Bonds. 
‘aad Meanwhile he had spent considerable All reer have been ~_ — to 
abroad. For several months in a display of war materials, brought in 
om 1934 he was the guest of Sir Harry and CAPT. FREDERICK SCHNEIDER by the Air Force and a part of the first 
Lady Shackleton in Greystone, Brad- floor is devoted to such items as 4,000 
ford, in Yorkshire, surveying such leather footwear at the Boston Quar- pound block busters, etc. Booths have 
Shools as Eton, Charter House and termaster Depot, has been announced been set up where bonds may be pur- 
Rossal as well as English municipal by Col. William J. Calvert, Q.M.C., chased, and as a further inducement, 
Schools. Later he lived on the Isle of Commanding Officer of the Depot. customers are permitted to use their 
vertis- Capri and in Sicily. Returning to the In givilian life Captain Schneider regular charge accounts when buying 
n ap United States in 1985 he did consider- had been connected with the Goodwill bonds. Plenty of newspaper copy is 





able work in curriculum evaluation and 
tonstruction, especially in social studies. 
_ Out of that background he emerges 
to take up the new work. 
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and Safety First Shoe Companies of 
Holliston, Mass. When he entered the 
Army he was with the shoe buying divi- 
sion of Montgomery-Ward, New York. 


being used, all bearing the same mast- 
head—“Most Outstanding value event 
of all.” “It’s our birthday, they say, but 
the fighting forces get the presents.” 
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To Head Goodyear 
Research Laboratory 


Akron, 0.—Appointment of Herman 
R. Thies, former assistant manager of 
the Goodyear Research Laboratory, as 
manager of the Goodyear Tire & Rub- 
ber Company’s newly-organized Plas- 
tics and Chemical Sales Division here 
was announced recently by R. S. Wil- 
son, vice-president. 





HERMAN R. THIES 


The new division will devote its ac- 
tivities in the plastics and associated 
fields, currently working on Pliolite, a 
rubber derivative, used as an insulating 
material for wire for the Army; Chemi- 
gum, synthetic rubber, oil resistant 
type, manufactured in the company’s 





ROBERT D. VICKERS 


privately owned synthetic plant, and 
de-protenized rubber, employed where 
low water absorption qualities are de- 
sirable. 

Robert D. Vickers, research and sales 
engineer from the company’s laboratory 
staff, R. S. Sanders and Eileen Marshall, 
also of that organization, will be mem- 
bers of the new division. 

Manager Thies has been with Good- 
year 13 years, since 1930, when he 
started in the company’s research de- 
partment. He has been in Akr&n since 
1920, when he was associated with the 
Miller Rubber Company. He is a 
graduate in chemistry of Phillips Uni- 
versity in Oklahoma and holds a mas- 





ter of science degree from the Unive, 
sity of Chicago. During World War} 
he served two years in the Army » 
lieutenant in heavy artillery. 

Mr. Vickers was graduated frop 
Purdue University in 1929 with, 
bachelor of science degree in engineg. 
ing, shortly after which he joing 
Goodyear in mechanical goods coq. 
pounding. He has been with the mm 
search department since May, 1933, 





Outstanding Attendance 
At Midwestern Show 


OMAHA, NEB., — The semi - annual 
shoe selling show of the Midwestern 
Shoe Travelers’ Association, held her 
recently drew an outstanding attep. 
dance of 400 buyers from Nebraska 
South Dakota, Kansas, western Iow 
and Missouri. ; 

Fully 75 of the country’s leading 
men’s, women’s and children’s ling 
were displayed by 50 salesmen to what 
Jack Clark of Lincoln, Neb., associa. 
tion secretary and treasurer, and presi- 
dent of the National Shoe Traveler; 
Association, said was a terrific buying 
volume. Every salesman, he said, was 
besieged for more pairs than were al- 
lotted his customers. Salesmen with 
unrationed shoes, Mr. Clark said, were 
literally unable to take care of the 
buying crush. 

One of the predominant notes of the 
showing was the shortage of children’s 
shoes, which, Mr. Clark reported is 
expected to be alleviated shortly. J. E. 
Houston, association vice-president, one 
of whose lines is children’s shoes, said 
the cry for children’s footwear was pa- 
thetic, especially from dealers in war 
project areas where the population has 
outstripped quota allotments. 

Popular with buyers were shoes 
made with composition soles, which, it 
is said, are outwearing leather soles. 
One of the formerly bad features of 
this type, the marking of floors, is ex- 
pected to be eliminated by improve- 
ments to be effected in the near future. 
Military types still predominate with 
buyers of men’s shoes and blacks are 
sold in a ratio of one to three of tans. 

Town Brown and Army Russet, as 
yet moving slowly with buyers in this 
territory, were seen by Jack Elledge as 
leading tones in women’s shoes for 
which the demand, as in the cases of 
the other lines, was beyond supply 
quotas. Women’s patent leather shoes 
went over big, probably beyond the 
manufacturers’ ability to supply them, 
Mr. Elledge reported. Low heel types 
and sling back pumps continued to hold 
high in popularity with dealers. Alli- 
gator in Army Russet, he added, is very 
much in the picture for Spring shoes. 

Buyers of women’s shoes also leaned 
a little more heavily to wood soled 
shoes as they felt they were getting an 
extra pair in under their quotas. These 
types were especially taken by mer- 
chants who had carried them last sea- 
son and reported success. Dealers im 
smaller towns were more reluctant to 
buy wood soled types. 
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] Inventory Pad (100 sheets) $106 
(5 pads $2.00; 10 pads $3.50) 
Record Slips: Form D 





HANDY FORMS 


for efficient store operation 


per pad (100 slips) (100 pads $20.00) 


100 (Size 5”x3”) (500 @ $6.25; 
1M @ $10.00) 
Price Stickers (1452 per book)... 

(2 books @ $3.50) 


MERCHANTS SERVICE DEPT. 
209 S. STATE ST., CHICAGO 











Customers Come Back for 


LEXOL 


a ae helps to increase store traffic 


0 
itioner; it insures 


LEXOL is nationally advertised. We 
furnish posters and imprinted folders 
Order from your jobber or direct. 


3 ot. (25c.) size —$1.80 doz 
Pint ($1.00) size —$7.20 doz. 


THE MARTIN DENNIS CO. 
880 Summer Avenue, 
Newerk 4, N. J. 











“Leather Man Travels by Trailer Truck 


Boston, Mass.—Joseph Kaplan, president of Colonial Tanning Company, after 
traveling all over the world, recently had his first ride in ao mammoth Leviathan 
trailer truck running from Lynchburg to Staunton, Va. At the time Mr. Kaplan was 
scouring the country for hides necessary to maintain the large production of Colo- 
sel products, and in his trip used every kind of transportation available. He said 
that the 104-mile trip through the Blue Ridge Mountains was extremely interesting. 
depite the fact that he has seen much of the world's most noted scenery, and has 
traveled on nearly every type of conveyance from mule back to airplane. 





Shoe Division Holds 
§uecessful Campaign Dinner 


New YorkK—The annual dinner of the 
Shoe and Allied Trades Division of the 
New York and Brooklyn Federations of 
Jewish Charities was held on Tuesday, 
November 23, at the Hotel New Yorker. 
The dinner was one of the largest and 
most successful ever held by the Divi- 


The Executive Committee of the Shoe 
and Allied Trades Division consists of 
Morris P. Arnoff, Arnoff Shoe Co.; 
David S. Cohen, M. Cohen & Sons 

; Louis Fried, National Shoe 
Stores; Manual Gerton, Saks 5th Ave- 
tie; Max L. Friedman, A. S, Beck Shoe 
G; Isidor Hoffenberg, A. Werman & 

; Benjamin Kellner, Kitty Kelly 

; Herbert Posner, Dr. A. Posner 

; Murray M. Rosenberg, Miles 

Stores; and Stanley Weiss, 

’s Department Store. 

"We expect that this year’s effort by 

shoe industry on behalf of Federa- 
will surpass all previous efforts,” 
the statement of the Executive 
ittee. “The 1943 Federation cam- 
is of particular importance to the 
of New York, since its purpose 


ber |, 1943 


is not only to maintain the work of our 
116 agencies for the sick, the orphan, 
the aged and the suffering through 
this war-time year, but also to insure 
their humane services against the un- 
certainties of the future.” 

Campaign committees have been or- 
ganized among the following groups: 
Shoe Wholesalers, Shoe Chains, Shoe 
Polish Manufacturers, Stitch Down 
Manufacturers, Gold Cross Shoes, Bet- 
ter Retail Shoes, Firm Executives, Slip- 
per Manufacturers, Marbridge Building, 
Shoe Liquidators and, Jobbers, Shoe 
Buyers, Better Shoe, Manufacturers, 
and Allied Industries and Labor. 


Shoe Store Sales Decline 


CoLumBus, O.—While 377 indepen- 
dent retailers in all lines of business 
registered a sales gain of 5 per cent in 
Ohio for September, 1943, as compared 
with September of 1942, and a gain of 
4 per cent over August of 1943, a total 
of 26 shoe stores in. this group reported 
sales declining 3 per cent over Septem- 
ber of 1942, but showing a 42 per cent 
jump from August, 1943, sales. These 
stores represented a dollar sales vol- 
ume of $338,429 for September, 1943. 
For the first nine months of this year, 


io. 
where me om Popular onan’ Produc. 
©versoid condition jar ull donee = Doint 
r an 
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these stores reported sales were 13 per 
cent ahead of the same period of 1942, 
in dollar volume. During September, 
drinking places reported the largest in- 
crease over the same month last year, 
with a gain of 36 per cent, followed by 
jewelry stores, with a 24 per cent gain, 
and restaurants, with a 23 per cent 
gain. Women’s ready-to-wear stores 
had sales 19 per cent more than in Sep- 
tember, 1942, while family clothing 
stores and drug stores both registered 
a gain of 16 per cent. Motor vehicle 
dealers, with a 16 per cent drop in 
sales over the same month last year, 
suffered the largest decrease. 














Glleewe 
eect 8 | 


FF re Er 


FOOT BATHS 


Cl al ell el 


















































MEDICATED FOOT BATHS 


Recommended for treatment of Athietes Foot, 

Corns, Callouses, Sore and Tired Aching Feet. 

SOLD BY GOOD SHOE STORES 
Cost $6.00 doz. Retails $1.00 

't is a proven fact Medicated Foot Baths come 

close to ing 100%. Fully Guaranteed on 


money basis. 
A MUST for the Accessory dept. 


R. E. BROWN sis w. Brand, Glendale, Calif, 

















a et 


MEN'S OPERA SLIPPERS 


Se A 


UNRATIONED 


$2.00  « assonren Fasnics 

Fe © LEATHER LINING 

@ LEATHER SOLES 

© COMPO CONSTRUC- 
TION 









@ RUBBER HEELS 


ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 


SOLD IN STRAIGHT 36 PR. CASES ONLY | 


| 
/ 


~~ 





ied 


MEN'S SHOES 














Resigns from Bench to 
Head Reuping Leather 


MADISON, WIS.—Circuit Judge C. F. 
Van Pelt of Fond du Lac, Wis., has sub- 
mitted his resignation to Governor Wal- 
ter S. Goodland to enter business as 
president of the Reuping Leather Com- 
pany of Fond du Lac. 





Obituaries 


Albert F. Bancroft 


Boston, Mass.—Albert F. Bancroft, 
president and treasurer of the Ban- 
croft-Walker Co., well-known manu- 
facturers of women’s shoes, with fac- 
tory in Waltham, Mass., died recently 
at his home in West Newton following 
a prolonged illness. He was 57 years 
old. 

A native of New Bedford and a grad- 
uate of the Massachusetts Institute of 
Technology, Mr. Bancroft entered the 
shoe business soon after completing his 
college course. After serving his ap- 
prenticeship with one company in 
Salem and another in Lynn, he took a 
position with the Thomas G. Plant 
Company in this city which he left when 
he organized the Bancroft-Walker Co., 
several years ago. 

Mr. Bancroft was vice-president also 
of the Bancroft Belting Company and 
an officer as well, of two other com- 
panies, the Northern Machine Co., and 
Middlesex Factories, Inc. He was a 
member of a number of Masonic bodies, 
the Brae Burn Country Club and the 
Greek letter fraternity, Delta Tau 
Delta. 

He is survived by his widow and one 
daughter, Mrs. Richard P. Dort of 
Weston, Mass.; by his mother, Mrs. 
Irene F. Poisson of Laguna Beach, 
Calif., and by a brother, Fred W. Ban- 
croft of West Newton. 


John B. Wall 


NortH ApAms, MAss.—John B. Wall, 
brother of James E. Wall, president 
and treasurer of the Wall-Streeter 
Shoe Company, died at the North 
Adams Hospital Oct. 28, following a 
long illness. He was 64 years of age 
and had been a life-long resident of 
this community. 

Mr. Wall in recent years had been 
associated with the Wall-Streeter com- 
pany, having previously been connected 
with the clothing industry. Besides 
his brother, James E. Wall, of North 
Adams, he also leaves another brother, 
Jerry Wall, of New York. 


_s 





David A. Cutler 


WOLLASTON, Mass.—David A. Cutler, 
president and treasurer of the Alfred 
Hale Rubber Co., North Quincy, Mass., 
and a nationally-known rubber’ expert, 
died recently at his home here, at the 
age of 64. In addition to being the 
active head of the company, he was spe- 
cial assistant to the War Production 
Board’s national rubber director, in 
which capacity he functioned as the 
head of a committee dealing with new 
ideas and inventions in the rubber field. 
Several years ago, during the depths of 
the depression, he was one of the New 


England officials of the National R 
covery Administration. 

Mr. Cutler had served as president 
the Quincy Chamber of Com 
Quincy Rotary Club, Quincy Taxpayey 
Association and the Quincy Neighho. 
hood Club. Also, he was a Mason ani 
a member of the Woolaston Unitarig, 
Church. 


Born in Wakefield, he was a graduap 
of Wesleyan University. He leaves his 
widow, Mrs. B. Mildred (Will'an,) 
Cutler; two daughters, the Migs« 
Helen M. and Elizabeth Cutler; thre 
sons, Capt. William R. Cutler of th 
Army Air Forces and A. Cushing ay 
David R. Cutler, both of Braintree, anj 
five grandchildren. 


P. J. Harney 


LynN, Mass.— Patrick J. Harney, 
who died here recently, after a long 
sickness at the age of 83, was the 
founder of P. J. Harney Shoe (Co, 
Harney Bros., and other ventures of 
Lynn’s earlier years, before the first 
World War. 

In his factory, Jan Matzeliger rap 
a McKay machine, and in evening 
hours, built the model of the lasting 
machine which revolutionized the opera- 
tion of lasting shoes. 

Mr. Harney exhibited at the World's 
Fair in Chicago in 1893, as a medal 
winner, and his exhibit included a pair 
of women’s McKay shoe made in his 
factory in 13 minutes from cutting t 
packing. He went abroad, before the 
World War, and saw his shoes dis- 
played in store windows of London and 
Paris, with a small American flag o 
each pair. 


A. M. Ross 


NEw LONDON, Wis.—A. M. Ross, pio- 
neer Wisconsin retail shoe store opera- 
tor, who since 1924 has operated a store 
at New London, Wis., with his son, 
George, died Oct. 29 after a long illness. 
He was 78 years old. 

Mr. Ross was born in F reitheim, Ger- 
many. When 12 years old he began 
serving a five-year period as shoe mak- 
ing apprentice, and when he was 17 he 
and his sister came to America to join 
their parents, who had come over six 
months before. 

He immediately joined his father, 
who had been a master shoe maker in 
Germany, at Berlin, Wis., where both 
worked in a shoe factory. He then acted 
as superintendent successively in shoe 
factories in Berlin, Stoughton, and Mer- 
rill, Wis. In 1916 he and his son, 
George, opened a retail shoe store in 
Merrill. Ten years later they moved 
their store to New London. 

He is survived by sons George of 
New London and Michael P. of Dele- 
van, Wis.; two daughters, Mrs. M. H. 
McDonnell, New London; and Mrs. 
F. W. Halter, St. Cloud, Minn.; one 
brother, four sisters, six grandchildren, 
and three great-grandchildren. 
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Bandit Raids Shoe Stores 


RocHESsTER, N. Y.—Instead of holding 

banks, as they used to do, bandits 
pereabouts are apparently picking on 
shoe stores. 

The Gray Shoe Store, 49 Main E, is 
the latest to be victimized. A pale and 
yervous appearing young man went in 
there on Monday shopping night, Nov. 
8, brandished both a knife and revolver, 
took $600 which Fred L. Myers, owner, 
had in a cigar box preparing to put it 
in the safe. 

When a clerk, John Cleveland, 60, 
came up from behind and tried to strike 
the robber with a heavy metal foot mea- 
sure, the intruder knocked him over a 
chair and produced the knife. 

Then he ordered both men into the 
stockroom while he escaped. The bandit 
looked like the one who held up the 
Phelan Shoe Store: the Monday night 
before, getting away with $400. 


(alls "Em and Shines ’Em 

Syracuse, N. Y.—Shoeshine shops lo- 
cated near army camps have cosmopoli- 
tan clienteles these days. 

Charles (Shoeshine) Theodossiou was 
pointing out this fact to a couple of 
sdiers the other day as they were 
having their shoes polished. One said 
he was from Fresno, California; the 
other was from Minneapolis. 

“The next guy who comes in will 
probably be from South Dakota,” said 
Theodossiou.. Just then the door opened 
and in walked a soldier who, upon in- 
q@iry, said he was Ralph D. Sprague, 
from Rapid City, S. D. 

“It’s a small world,” commented the 


shoeshiner. 


Airplane Pilot Loses 
luggage and Shoes 


DAyTon, OHIO—Captain James W. 
(Bil) Pryor, 23-ydar-old Army Air 
Forces pilot, with 14 months of over- 
seas duty to his credit, as well as being 
aveteran of 54 bombing missions in the 
South Pacific, is fully aware of the 
fact that civilians need ration stamps 
obtain a new pair of shoes. He like- 
Wise realizes what it means to be minus 
apair of civilian shoes and with no 
fation stamp with which to purchase 
one, 

Captain Pryor, a Dayton high school 
§faduate, lost his luggage (which in- 
duded shoes) when it was accidentally 
Temoved after his transport plane 
Stopped at the Fiji Islands. When he 
Mrived in Dayton, he was wearing his 
fifJined Australian boots but he 
Gaimed he didn’t mind wearing the 
boots in this country inasmuch as “the 
Weather feels cold here as compared 
With that ‘down under’.” . 

_ But Captain Pryor had to go through 
ath the routine of filing an application 

a shoe stamp at the local rationing 

headquarters in Dayton. He ob- 
the stamp and later the shoes. 





_ Wins Fame with Paintings of Army Life 





John R. Evans & Co., tanners, of 
Camden, N. J., have received numerous 
favorable comments on the human and 
lifelike illustration depicting a group of 
soldiers carving up a Thanksgiving 
turkey, which appeared in colors in 
their advertisement in the November 
15th issue of Boot AND SHOE RECORDER. 
The artist who created the original oil 
painting reproduced in the ad is Harold 
Irving Smith, of Boston, whose work in 
oils and water colors has been used by 


a number of leading advertisers. 

Mr. Smith has won particular recog- 
nition in connection with the portrayal 
of soldiers and army life, having suc- 


ceeded, apparently, in catching and 
transferring to canvas much of the 
spirit of light-hearted comradeship that 
characterizes the life of the men in ser- 
vice in their moments of relaxation and 
friendly good fellowship. An article 
about his work was published recently 
in the Boston Traveler. 





To Represent Empire 
Last in Pennsylvania 


HARRISBURG, Pa.—Paul H. Jacobs, of 
the sales division of the United Last 
Co., has recently transferred from the 









PAUL H. JACOBS 


Rochester, N. Y., territory to Pennsyl- 
vania, with headquarters at Harris- 
burg, Pa. 

In making this change Mr. Jacobs 
will continue to represent the Empire 


Last Works Branch. He brings to his 
new accounts a’ comprehensive and 
broad experience of the last business 
which dates back to his affiliation with 
the Rochester Last Works. 





Iowa Travelers Hold Show 


Des Mornes, Ia. — The Iowa Shoe 
Travelers’ Association held their show 
November 7-8-9 at the Hotel Fort Des 
Moines. With over 90 lines showing, 
there was an attendance of almost 500 
buyers, a number far exceeding the 
most sanguine hopes of the associa- 
tion’s. members. Harold Marple is 
president of the Iowa organization. 
A. C. Robertson is secretary and man- 
ager of the show. 





Big Attendance at Dallas 


Da.LLas. — The Southwestern Shoe 
Travelers’ Association held their con- 
vention and show November 7-8-9-10 at 
the Hotels Baker and Adolphus, Dal- 
las, Texas. This proved to be the big- 
gest event the association has sponsored 
for many years, both in attendance and 
in exhibitors. O. H. Kirkpatrick is 
president and J. L. Sullivan secretary 
and manager of the show. 
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Officer Candidates Fitted for Shoes 















Northampton, Mass.—A class of officer candidates of the Naval Training Schoo 


for Waves Officers at Smith College, was fitted for shoes recently at Davis Boo} 


Shop, here. The store is licensed for this purpose. 





War Bond Show Passes 
$29,000,000 Mark 


PHILADELPHIA, Pa.— Over $29,670,- 
000 in War Bonds and Stamps have 
been sold through the activities of the 
Four Freedoms War Bond Show in the 
first nine cities of its national tour. The 
immense traveling promotion is spon- 
sored by the United States Treasury 
Department, The Saturday Evening 
Post, and a leading department store 
in each city. 

Since April 27th, when the Show had 
its national premiere in Washington, 
D. C. the promotion has had 73 actual 
“showing days” in the nine cities, aver- 
aging more than $400,000 a day in War 
Bond and Stamp sales. While the 
sponsors consider these results as most 
satisfactory, they are especially pleased 
by the fact that over 98% of the units 
sold were of the “E” Series. All phases 
of the Show have been designed to 
promote the sale of small denomination 
bonds to the “man in the street,” rather 
than large sales to corporations and 
other large-scale buyers. 

Owing to varying lengths of engage- 
ments, size of cities, and timing, the 
bond sales in the first nine cities have 
ranged considerably. Engagements in 
Washington, New York, and Detroit 
approximated ten days; all other cities 
presented the Show for a five or six 
day period. Following are the sales 
by cities: Washington, the Hecht Co., 
$1,005,875; Philadelphia, Strawbridge 
& Clothier, $881,551; New York City, 
The Fifth Avenue Association, $13,648,- 
000; Boston, Wm. Filene’s Sons Co., $1,- 
613,775; Buffalo, Wm. Hengerer Co., 
$582,537; Rochester, Sibley, Lindsay & 
Curr, $901,200; Pittsburgh, Kauff- 
mann’s, (Third War Loan Drive) $7,- 
798.206; Detroit, J. L. Hudson Co., $2,- 
762,825; Cleveland, The May Co., 
$589,875. 

Termed “the outstanding retail War 
bond promotion idea to come out of 


this war” by Ted R. Gamble, National 
Director of the War Finance Division, 
the War Bond Show is booked for pres. 
entation by department stores through 
next May. The promotion is directed 
by J. Edward Shugrue, Associate Field 
Director of the War Finance Division, 
and Scott Faron, Publicity Manager 
of The Saturday Evening Post. The 
staff which travels permanently with 
the promotion includes Show Manager 
Henry Schapper, Publicity Manager 
Herbert Schwartz, Floor Manager 
Thomas Lane, and Retail Adviser Sam- 
uel J. Cohen. 

Part of the War Bond Show are two 
major productions, one of which is 
presented by the U. S. Army Air 
Forces, attached to Washington, D. C., 
and the other by Miss Helen Virginia 
Meyer, noted costume historian. The 
Air Forces Show, entitled “Army 
Flash!,” demonstrates interception tac- 
tics used in case of an air raid and is 
headed up by Major Eliot Belson, for- 
merly attached to Colin Kelly’s squad- 
ron in the Pacific. The Helen Virginia 
Meyer production, entitled “Women in 
the Uniforms of. Two Wars,” is a sing- 
ing pageant requiring a cast of more 
than twenty persons. 

An interesting development of the 
Four Freedoms promotion, according 
to the sponsors, is the citywide charac- 
ter it has assumed. While largely 4 
department store affair in its early 
days, the Show has now become the 
spearhead of intense local activity in 
which city officials, patriotic and civic 
organizations, foreign language groups, 
religious denominations, labor unions, 
and manufacturers take part. In addi- 
tion to stimulating the sale of War 
Bonds, the War Bond Show has been 
an important factor in spreading the 
story of the Four Freedoms for which 
we fight. A comparatively new feature 
of the operation is the use of “flying 
squadrons” of celebrities which attend 
rallies at large war plants. 
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Colorful 


X 
Xmas Price Tickets mas Show Cards 


ready NOW; 6 different texts on art 
Texts sent on 


ling School 
Davis Boot 


» National 
: Division, 


(109 prices) in-stock 
Size of tickets 11/.” x 21/," 


Xmas Ticket Circular showing samples, and price 
denominations, will be sent on request; ready Nov. Ist. 





Green with 
red candle, white 


as 5 X-5: ge 
Re board — price in Cooed — gules in 
in black. black. black. 


Any selection of prices desired if carried in-stock 
6 Doz.—$1.25; 12 Doz.—$2.25 


with store name imprinted 
12 Doz.—$3.85; 24 Doz.—$6.20 


Check with order please, unless C.O.D. preferred 


X-1: Red Cap, 
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design shown below. 
request to select from. 


tion—text in black. 
PRICE TICKETS 


of harmonizing de- 
sign —red and gold 
ribbon border on 
white board size 1'/,” 
x 244” — 109 denomi- 
nations in stock— 
No. X-4 
6 Doz—$1.25 
12 Dos.—$2.25 
With Store Name 
Imprinted 
144 tickets—$3.85 
288 tickets—$6.20 


Cheek with order 
unless 6.0.0. 





DISPLAY CARDS 


Each month, 12 infor- Wi 
mative and forceful 


selling messages on GZ 
appropriately designed &//7 
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Size 8” x 14"°—Red with white, green and gold illustra- 


Detailed Information on Monthly Service at Your Request. 
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RECORDER REPORTS 
TO THE INDUSTRY 





[CONTINUED FROM PAGE 69] 
Shoe sessions in Chicago were reticent to express any 
“new reactions” as result of the meeting, although they 
admitted that “the meeting was a stimulant.” 
Manufacturers declared that “everybody’s most anx- 
ious to buy” with the makers having “real jobs trying 


Some dwindling stocks were reported and several retail- 
ers, catering to those preferring quality lines, expressed 
themselves as “planning to be content with less sales, 
if necessary, but to maintain quality topmost, as long 
as it is possible to obtain goods.” 

W. E. Newbold of the Newbold Bootery, one of the 
“swank” shops, said “we’re not getting all the mer- 
chandise we need.” He said that retailers have experi- 
enced business “growing by leaps” with merchandise 


son, for- to hold production anywhere near what is expected.” scarcer. 

-! hers Manpower shortage, expected to be aggravated even Bea ater 

; more by continuing calls to military service, tightened 

bee lines of supply and “SOS” calls from vaallics for Col. Calvert Heads Boston QMC Depot 
of more Teplenishments of dwindling stocks were reported in the Boston, Mass.—Command of the Boston. Quarter- 
of the €ross-section of industry—manufacturing, wholesale master Depot, procurement center for Army footwear, 

ecording and retail. recently was assumed by Col. William J. Calvert, QMC, 
charac- A Charles Meis Shoe Manufacturing Company former Commanding Officer of the Army Service Forces 

rw. spokesman declared that “we find that retailers’ stocks Depot at Columbus, Ohio. Col. Calvert succeeds Col. 

yme the are skimmed low and the demand is holding up.” Simi- Samuel I. Zeidner, QMC, who has headed the Boston 

ivity in lar sentiments came from representatives of the Krip- Depot since May, 1942, and who has been transferred 

pots pendorf-Dittman Company, Air Kushin, Inc., and U. S. . to command the Columbus. Depot. 

unions, Shoe Corporation. Col. Calvert is a native of Indiana and was graduated 

In ec Joseph S. Stern, president of U. S. Shoe and recently from West Point in 1911. He is married and has one 

x hte: tlected director of the National Boot & Shoe Manufac- son, Capt. Parker J. Calvert, U. S. Army, who has been 

ing the turers Association at the Chicago meeting, expressed unreported since the fall of Bataan. 

r which himself as “desirous to withhold comment on future A veteran of the Mexican Border campaign and of 


feature 
“flying 
attend 


corder 


turns, just now.” 
On the retail front, shops and department store shoe 
Sections were “up to their ears” in handling customers. 


ber I, 1943 


World War I, in which he served overseas with the 
7th and 79th Divisions, Col. Calvert has held many 


important Army assignments. 
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HELP WANTED 


WANTED TO PURCHASE | WANTED TO PURCHASE 





Essential Workers need Release Statements 


WANTED 
By Louisiana concern, Manager 
for Ladies’ Shoe Department. In 
answering give references. 


SCHWARTZBERG'S, INC. 
Alexandria, La. 
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WRITE, 


SELL US YOUR SURPLUS BETTER GRADE SHOES 
and convert into CASH & RATION CURRENCY 
any quantity and at fair prices 
WIRE OR PHONE 


M. K. WEIL SHOE CO. 
1326 Washington Ave., ST. LOUIS, MO. 


en 








ATTENTION, RETAIL SHOE SALES 
MEN: There is a wonderful opportunity in 
Health Spot Shoe Shops for men with shoe re- 
tailing experience who are capable of assuming 
responsibility and taking complete charge of 
store operations. Unlimited earnings under lib- 
eral profit-sharing plan. Ability to fit shoes 
properly and make friends of customers are 
important qualifications. Here’s chance to cap 
italize on your ability. Persons in war work 
or essential activity not considered without 
statement of availability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Ave 
nue, Danville, Llinois. 


XPERIENCED SHOE SALESMAN for 

high grade retail shoe store in Middle West 
Excellent opportunity for right man. If inter 
ested give full details in confidence and a per 
sonal interview will be arranged. Address #882, 
* care Boot & Shoe Recorder; 100 East 42nd 
Street, New York 17, N. 


SALESMEN WANTED 


Essential Workers need Release Statements 














REAL MONEY-MAKING OPPORTU- 

NITY for live-wire salesman to cover fol- 
lowing States—Louisiana, Mississippi and Texas 
—to sell fast styled line of in-stock Ladies’ 
and Children’s Novelty Shoes to retail at $1.98 
to $4.00. Proven patterns from the best fac- 
tories in these grades. Priced right. Commis- 
sion basis only. Give full details as to experi 
ence, age, territory covered, present and past 
employers. Man must live in territory and 
cover it by car. BOSTON NOVELTY SHOE 
CORPORATION, 171 Lincoln Street, Boston, 


Mass. 
FOR SALE 


XCLUSIVE LADIES’ SHOE STORE 

$5.00 retail—no quota troubles; 100% loca- 
tion—top street in Brooklyn. Good volume; 
good deal; reasonable rental. Will sell with or 
without stock. No atictioneers. Owner's draft 
imminent. Address #881, care Boot & Shoe 
ae 100 East 42nd Street, New York 17, 


WANTED TO PURCHASE 


WANT TO BUY a going shoe store in the 
South. Address #878, care Boot & Shoe 
ae 100 East 42nd Street, New York 17, 


LINE WANTED 


I HAVE been established in Palestine for the 
past 25 years as broker and agent. Would 
like to represent American manufacturers of 
Rubber Products. Address M. SCHARFSTEIN, 
Jerusalem-St. 13, Haifa, Palestine. 























CASH AND 


THE FOREMOST AND LARGEST SHOE BUYER 


WILL BUY 


PORTIONS OR YOUR 


ENTIRE STOCK 


ESPECIALLY BRANDED SHOES 
RATION CURRENCY 


SAMECAMITTA & SONS 
95 READE ST., NEW YORK 13, N. Y. 


PHONE COrtiandt 7-6378-9 


PAID 











WILL PURCHASE 
FOR CASH AND RATION CURRENCY 
RETAIL SHOE STORES 
OR SHOE STOCKS 
will assume Lease within 200 miles. 


R. & F. SHOE COMPANY 
1327 Fifth Avenue, Pittsburgh, Pa. Court 7536 








WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 


120 N. 4th St., Philadelphia, Pa. 
Phone Lombard 2062 








SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 


Wire, phone or write today 


BARIS SHOE CO., INC. 


79-81 Reade St., New York, N. Y. 
Phone WOrth 2-5180 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 











WE BUY 


SHOE STORES 


FOR CASH 
BARSH & CEASAR 


31 N. 4th St... Philedelphie, Pe 
Phone MARiet 1466 





SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
ks of shoes from 
Visit our new warehouses 


108-110 Duane Street, New York 








Phone: WOrth 2-5377 and 5378 and 5379 











een charge, 
address should be counted 





The rate for “Position and Lines Wanted” 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for all ay’ 
75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


advertisement 


hen a box number is desired twelve words should be added for the address. 


The rate for all dispiay Classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


Advertisements for this page must be in our New York Office 10 days preceding publication date. 


undisplayed advertisements. 


In all other cases each word of the 


em 
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POSITION WANTED 





ETAIL SHOE MAN; 20 years’ experience 
R Chain or Department Store operation, thor- 
kmowledge of selling, - managing, buying, 

isi stock control and personnel 





west COAST connection. 
rail and manufacturing 
p managing, merch ger, 
See Aad supervisor Chain Stores and Leased 
Departments in leading Department Stores. 
Tiree years merchandising women’s lines for 

manufacturer. Draft exempt. 32 years 

Salary of $6,000 or better. Consider sell- 
ig reputable line. Address #879, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
Yok 17, N. Y. 


Twelve years” 
shoe business; 
~ 








YOUNG MAN, DRAFT EXEMPT, 34 years 
@4; married, desires position with an in- 
@ydual or Chain organization. Thoroughly 

in Managing, Selling, Buying, Dis- 
tet Manager, Personnel training, Merchandis- 
ig and Window Displays. Now Managing a 
git doing a volume business. Address #877, 
an Boot & Shoe Recorder, 100 East 42nd 
Set, New York 17, N. Y. 





AN ORTHOPEDIC MAN, employed, will go 
mywhere. If ability counts please investi- 
Age 47. Address #884, care Boot & 
100 East 42nd Street, New 





BTAIL SHOE EXECUTIVE at present as- 
@eciated with well known Eastern Men’s 
Sie Chain. Duties include besides the assist- 
ig in buying cf shoes and slippers, the buying 
d hosiery and sundry merchandise; executive 
wibority over stores, warehouse, and office per- 
wm and management. Eight years with 
ment firm; seven vears with one of the 
iest National Shoe Chains. Schooled in all 
of Chain Store operation and Leased 
is. College graduate; draft exempt; 
years old: married; desires connection with 
Wet Coast or Middle West Chain. Available 
wie January First. Address #886, care Boot 
Shoe Recorder, 100 East 42nd Street, New 
tk 17. N. Y 





MERCHANTS NEEDS 


T COMES FIRST 


with the original 
E DOCTOR SHRINKERS 





Raijer type device 
a 


— 


FOOT COMFORT easily 
provided for hard-to-fit or 
abnormal feet. Our Shoe 
Doctor Shrinkers when used 
with our specially pre- 
pared fluids, give the 
proper fit to shoes which 
fit large around the top, 
slip at the heel, or gap at 
the sides. Any fullness or 
wrinkles in leather or fab- 
ric are easily shrank with- 
out harm. 


Combination offer $32.50 (fluids 
in above prices). 


order or write for detail information. 


E. C. SMELTZER CO. 


“THE MRS. iS A 


“isten, Boss, dont 


Eronic Arch Shoes have 8% to 


country’s tanne 
those good leat 
some rugged oege™ 


it’s about time 
Well, 1 here she com 


rie 
hers yet? -- 
ble tann 


you ca 


for perse 
in Etonic Arch Shoes --- 


18 Styles In-Stock. Some 
Styles 5-18, AAA to EEE. 





waste our mone 
have goo 
s— or so you 


. Gosh, not 5° 
dw ater-buffalo 


me across. Me an 
es. Just like aw 


SOLID Comfort 


>» 
N ETONIC ARCH WIDOW 


LEATHER HUNTING” 


ce just to tell me 
re searching the 
R including 


y on long distan 
d leathers- You 
Make it smert 7 
ot so I. 
yee pene leather, yOu — 
d the Mrs. miss you- Hol 
. wants to praise you 
mers rely 0® 


say- 


oman .- 


good leathers our custo 


Write for information regarding 
local franchise and Etonic Arch 
“‘Aimed-Rifle-Fire’’ local advertis- 
ing plan aimed at your locality 


Made in the bootshop of CHARLES A. EATON COMPANY, Brockton 62, Mass. Custom Bootmokers since 1876 








SALESMEN WANTED 


FOR SALE 





Essential Workers Read Rel: Stat 








RESIDENT SHOE SALESMAN- -acquainted 
with trade, to sell line of Men’s, Women’s 
and Children’s non-ration Play Shoes and 
Sandals. Addiess #B-883, care Boot & Shoe 
Recorder, 10 High Street, Boston 10, Mass, 
A REAL MONEY-MAKING OPPORTU- 
NITY for live-wire Salesman to cover fol- 
lowing States— Louisiana, Mississippi and 
Texas, to sell a fast styled line of in-stock 
Ladies’ and Children’s Novelty Shoes to retail 
at $1.98 to $4.00. Proven 
best factories in these Priced right. 
Commission basis only. Give full details as to 
experience, age, territory covered. Present and 
past employers. Man must live in territory 
and BOSTON NOVELTY 








Sist Street, Indianapolis, Ind. 


— 1, 1943 


cover it by car. 
SHOE CORPORATION, i71 Lincoln Street, 
Boston, Mass. 





Due to death, very busy and profitable 
Corrective Shoe Store. in large upper 
New York State city, is for sale. Ex- 
clusive Franchise for one of best known 
lines of Men’s and Women’s Corrective 
Shoes in the country. Excellent location. 
Modern fixtures throughout. Sacrifice 
price for immediate sale. 

Address 885, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York, N. Y. 
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Retail Trade Review 
[CONTINUED FROM PAGE 74] 


Army rejects which, copy explained, 
were turned down by the Army be- 
cause a change had been made in 
specifications for the armed forces to 
provide lighter boots for flyers. Made 
with zipper fastenings they proved 
particularly popular since no ration 
stamp was necessary for their pur- 
chase. 

Lizards continue very popular in 
women’s shoes. A number of stores 
make the feature of matching up 
handbags to their lizard shoes. Field’s 
shows them with capacious envelope 
bags to match. Stevens, too, have 
featured exotic leathers with much 
success. Ostrich oxfords with walled 
last, open toe and medium, squarish 
heel have proved good selling num- 
bers here. 

“Baby doll” types in suede are in 
the forefront of fashion. Available 
in different interpretations — sling 
back, crossed ankle strap, closed or 
open toe, d’Orsay-cut vamp, etc., most 
stores are experiencing difficulty in 
having enough on hand to meet the 
demand. And the flat heels are prov- 
ing to be as often asked for as are 
stilt heels. Suedes are first in pop- 
ularity, followed by calf, then alliga- 
tor. 

Florsheim’s Salon for Women’s 
Shoes has had great success with a 
line of reptilian leathers—pumps of 
alligator, eyelet ties of lizard patch- 
work, open-toe ties of either. These 
have had quick customer acceptance. 
Other specialty shops, too, have found 
these types in high favor. O'Connor & 
Goldberg show an extensive line of 
lizards in bright colors as well as the 
staple browns and blacks. The Hub 
is another house where reptiles sell 
constantly. Pump versions are most 
in demand, plain or with self bows. 

In the lower price categories, The 
Fair reports that its shoe department 
sells many styles which are fashioned 
of reptile-grained leathers. In dressier 
types suede is the favored medium 
everywhere, apparently. As yet there 
has been no noticeable demand for 
patent, although shoe men remark 
that these will be asked for when the 
new year comes around. 

A number of the stores have re- 
cently stressed the importance of 
change-about buckles, to achieve 
variety on the same shoe. Field’s, 
Carson’s, O’Connor & Goldberg, are 
but a few of those who make a fea- 
ture of display cases showing a wide 
variety of bows, buckles and orna- 
ments which can be easily adjusted to 
any pump. 
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